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Harrington Outlines 
Movement to Broaden 
Insurance Coverages 


Will Meet Committee of Company 
Executives and Producers Next 
Week in New York 


CITES DEMANDS OF PUBLIC 


Commissioners’ Association Head 
Says Present Insurance Laws 
Handicap Underwriters 








Insurance Commissioner Charles F. J. 
Harrington of Massachusetts explained 
in a talk to the Massachusetts Associa- 
tion of Insurance Agents reasons for 
the appointment of a committee, as 
announced in these columns last week, 
to study the problem of granting broader 
coverages than presently permitted by 
the restrictions on underwriting powers 
in the laws of most states. He said 
there is a growing public demand for 
multiple risk policies and American in- 
surance companies should.be permitted 
to afford protection under modern con- 
tracts of insurance both at home and 
abroad. 

The committee of insurance men 
which Commissioner Harrington said 
has this problem under consideration 
consists of the following: Arthur F. 
Lafrentz, American Surety; J. Arthur 
Nelson, New Amsterdam Casualty; John 
A. Diemand, Insurance Company of 
North America; William D. Winter, 
\tlantic Mutual; S. Bruce Black, Liber- 
ty Mutual; William D. O’Gorman, local 
agent, Newark, N. J.; William H. La 
Boyteaux, Johnson & Higgins, and Ken- 
neth Bell, Chase National Bank, New 
York City. 

Commissioner Harrington has called a 
luncheon meeting of this committee for 
next Wednesday. November 10, at the 
Lunch Club, 63 Wall Street, New York 
itv, 

Comprehensive Forms Needed 
_ “Rapidly changing economic conditions 
ave justified demands from the insur- 

g public for coverages not permitted 

ider present insurance laws,” Mr. 

arrington said. “Well-managed and 

‘operly financed insurance companies, 
_ipported by adequate reinsurance facil- 

es, should be permitted to keep pace 

th modern demands for insurance pro- 
tion. There are many developments 
ich have stimulated the demand for 
cad insurance protection at reason- 

e cost. The more prominent is the 

velopment and wide-spread use of the 

‘omobile and the airplane, and the 

ands of the individual for compre- 
(Continued on Page 32) 
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The Railroad Depot Clerk 


This man was 20 years old, back in 1887, when he applied for 
the insurance. He was a railroad depot clerk, member of a rail- 
re family. One of the clauses in the application included 
this :— 


“I hereby warrant and agree . . . that if, within two years from 
this date, I shall . . . without the written consent of the Company, 
visit the Torrid Zone, personally engage in the occupations of 
blasting, mining, submarine operations, or in the manufacture, 
handling, or transportation of explosives, or in service of any rail- 
way train, or on a steam or sailing vessel . . . any policy issued on 
this application shall thereupon cease and determine.” 


The policy, an Ordinary Life of $1,000, remained in force 
for 57 years. He faithfully paid his annual premium of $17.90, 


and he had his dividends remain accumulating at interest. 


When he died at age 77, his beneficiary collected the $1,000 
face of the policy, plus $1,136.64 of accumulated dividends with 
interest. Thus the insurance returned $1,116.34 more than he had 
paid in premiums. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


WILLIAM H. KINGSLEY 
Chairman of the Board 


INDEPENDENCE SQUARE, PHILADELPHIA 




















Refresher Courses for 
Agents In Services, 
Penn Mutual Plan 


After Discharge Company Will 
Give Re-Training, Free Direct 
Mail and Other Advantages 


TUITION FOR CLU STUDY 


Men Notified of Plans by Letter; 
Responses Show Keen In- 
terest in Project 











With 25% of the normal agency forces 
of life insurance in military services, 
representing a heavy investment in 
training and experience, companies are 
giving thought to the return of these 
agents after the war. The men them- 
selves are also interested in their status 
in life insurance when they return to 
civilian life, as shown by many letters 
to home offices. 

The Penn Mutual Life has prepared a 
definite plan for reestablishment of these 
men in life insurance and has written to 
each of its former agents in the services 
telling him about its plan and the com- 
pany’s desire to meet -his post-war prob- 
lem of returning to life insurance pro- 
duction. The letter sent by the Penn 
Mutual was signed by Second Vice 
President E. Paul Huttinger who is 
manager of the company’s training de- 
partment. The letter follows: 

Broad Scope of Project 

“Ever since you entered military serv- 
ice, the company and your general agent 
have been figuring what they can do for 
you when you come back—something 
that will show our appreciation to you 
in a way that will really count. Getting 
back into civilian harness isn’t going 
to be easy for you. There will be neces- 
sary readjustments. Naturally, there will 
have been new developments in the mer- 
chandising of life insurance. We feel 
that you will want that needed retrain- 
ing upon your return. 

“Obviously, we cannot complete all 
our plans now. But here are some of 
the things we expect to do when you 
are discharged from the services of the 
United States and upon your return to 
the company: 

“1. Send an appropriate announcement 
to all your policyholders notifying them 
of your return and that you are ready 
to resume business. ; 

“2. Allow you a free Direct Mail offer 
of company letters, booklets or folders 

(Continued on Fage 20) 
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Payments to policyholders 


take on an added significance 
at this time 


Topay millions of people are 
working long hours. Many are work- 
ing unaccustomed hours. Millions are 
working at unaccustomed tasks. All this 
adds to the strain and anxiety occasioned 
by the war itself. It is for these reasons 
that life insurance and the payments 


which are the concrete expression of 


its value take on an added significance. 

In 1942 the John Hancock paid 
to its policyholders benefits totaling 
$99,673,282.43. These payments are 
assuring to many people a fuller share 
of the things for which we are fight- 
ing than would be possible without 


life insurance. 









LIFE INSURANCE COMPANY 


OF BosTONn, MASSACHUSETTS 
GUY W. COX, President 


Total insurance in force December 31, 1942, amounted to 
$5,618,5 73,069.00, which covers more than 6,800,000 policyholders, 


one out of ten of those insured in this country. 
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Heckling of Biddle by Congressmen at Hearing 


At the hearing last week before subcommittee of Senate’s judiciary conunittee con- 
dering Van Nuys-Bailey Bill (which would remove surance from the Sherman and 
Clayton anti-trust acts), Attorney General Francis Biddle was constantly interrupted by 
Senators and Congressmen while he was presenting his argument agaist the enactment 


of the bills. 
General Biddle follow: 


Mr. Walter: Aren’t you arguing that 
Congress has the power under the Con- 
stitution to enact legislation to correct 
these matters that you have just dis- 
cussed ? 

Mr. Biddle: I am arguing that Con- 
gress has enacted legislation which cov- 
ers interstate commerce, because, as I 
will show you presently, there can be 
no question that interstate commerce is 
business, and, therefore, if the Sherman 
Anti-Trust Law covers trade generally, 
there is no reason to assume that insur- 
ance companies are specifically excepted 
from the act; and, moreover, I take it 
that the proponents of the bill rather 
feel that or they would have felt it un- 
necessary to introduce the bill. 

Mr. Sumners: General, don’t you have 
the notion that more recent decisions 
of the Supreme Court have somewhat 
expanded the operation of the interstate 
commerce clause ? 


Mr. Biddle: Of course I do. 


Mr. Sumners: Beyond what was held to be 
its scope at the time the Anti-Trust Law was 
enacted? 

Mr. Biddle: Judge Sumners, cases expand 
with the expansion of life, the development of 
the continent with the railroads. 

Mr. Sumners: Also an expansion of the men 
who write the opinions, too? 

Mr. Biddle: Certainly. 

Mr. Sumners: But my question was whether 
or not the interstate commerce clause in its 
application has been expanded by decisions of 
the court, as I understand from your conten- 
tion, since the Anti-Trust Law was enacted? 


Mr. Biddle: Why, certainly, it has 
been expanded. I think there is no ques- 
tion about that; in view of the expand- 
ing interstate business of the country, 
the law expands. 

Nothing to Prevent Repeal of Sherman 
Act 


Mr. Sumners: The Congress might 
arrive at the conclusion that the courts 
had stretched it beyond what they in- 
tended to accomplish. 

Mr. Biddle: Certainly the Congress 
might repeal the Anti-Trust Law tomor- 
row, and I hope they won’t, and I am 
here to say that. Of course, Judge Sum- 
ners, if you want to repeal the Sherman 
\ct, there is nothing to prevent you. 
Or if you want to make an exception 
ior this great interstate flow of insurance 
companies under which 80% of the in- 
surance is interstate of almost every 
company, there is nothing preventing 
Congress from doing that. I just wanted 
fo say that I hope you won't. 

Mr. Sumners: But what I am trying 
'o get at is this: If the courts have ex- 
panded the application of the anti-trust 
provisions of the Constitution beyond 
where it was at the time Congress enact- 
ed the law, then it might present a ques- 
tion to Congress as to whether or not 
't ought to try to bring the application 
hack where it was at the time it enacted 
the law. 

Mr. Biddle: Bring the application of 
the law back to a country which existed 
00 years ago, which is hardly the kind 
| country that exists now. 

Mr. Walter: Wouldn’t it be more or- 

derly to endeavor to have Congress enact 

Ms islation than to persuade the Supreme 
ourt that former decisions were wrong? 

Mr. Biddle: I am not sure what you 
mean by “orderly”. It doesn’t seem to 
“i to be orderly when a group of men 
lave been indicted under a criminal stat- 
ule and when their case is before the 
pupreme Court for decision, for Congress 
(0 come in and take away that case 
‘rom the Supreme Court. That doesn’t 
seem to me the ordinary procedure that 
we Americans are used to. 


Some questions asked by members of Congress and replies by Attorney 


Mr. Walter: Perhaps there are some 
of us that feel that executive branches 
of the Government are encroaching a lit- 
tle bit too far. 


Mr. Biddle: I have no conception that 
all of you will agree with me, of course. 

Mr. Celler: The remedy in that regard 
would be to impeach those who do the 
encroaching. 

Mr. Biddle: As we all know, impeach- 
ment is sometimes a difficult method. 
I think Congress has found methods 
which would be more successful. 


Adequacy of State Regulation 


Congressman Celler asked if there is 
adequate regulation of business of cer- 
tain fire companies in states outside of 
their own: 

Mr. Biddle: May I say that one of 
my arguments is this, that if you repeal 
the Sherman Act with respect to in- 
surance companies, which are largely en- 
gaged, as I have said, in interstate com- 
merce, you will have a condition where 
in many cases there is no regulation, 
and where in very few states, with the 
striking exception of Texas—I was hop- 


On Van Nuys-Bailey Bil 


ing that Senator Connally was here this 
morning—— 

Mr. Sumners: I am here; I will take 
care of Texas. 

Mr. Biddle: That is right. Well, I 
take my hat off to Texas. There are 
two other states—I will come to them 
presently. The regulation is not only 
inadequate, but the type of state law 
doesn’t deal with regulation at all. 

Mr. Walter: In whose judgment are 
the regulations inadequate? 

Mr. Biddle: They are not regulations 
at all; in most of the states there is 
no attempt to regulate the rates at all. 

Senator Ferguson: But if it isn’t with- 
in the province of the Attorney General, 
he can’t be the judge of whether the 
regulations are adequate for the people 
in the home state, can he? 

Mr. Biddle: They don’t profess to 
regulate at all. I think anybody reading 
the statute could be a judge of that. 

The point of what I was saying is 
that if you repeal this, then you get 
caught in No Man’s Land where this 
tremendous price fixing is going on 
throughout the United States, tremen- 
dously affecting the people of the United 





The boy is “the apple of his 
father’s eye.” He is turning 
fifteen. At first, his father 
thought, “This birthday, I 
will give him an insurance 
policy on his own life. This 
will begin an estate for him. 
Since he is young, the pre- 
mium is small. It will always 
stay small. But the cash value 
will grow steadily.” But then 
he thought, “Perhaps I should 
wait. After all, the country is 
at war. Will the policy pro- 
tect him if later he goes to 
war and flies?” 


“Tt will,” his life insurance 








The Story of the “Flying” Son 


THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


NEWARK, NEW JERSEY 


agent told him. “My company 
insures your son’s life as lib- 
erally now as before the war. 
His policy will be good if 
he fights or if he flies. But 
later he may not be able to 


get such liberal insurance.” 


That is why this father gave 
his son a life insurance policy 


as his birthday present. 


QUESTION: Now which 
life insurance company will 
insure boys up to 15 years of 
age without in any way limit- 
ing their protection if they 
fight or fly in the future? 


ANSWER: 








States, and the Federal Government is 
not allowed—it is not regulation—but is 
not allowed to apply the laws against 
monopoly, not only the Sherman Act 
but all the common law behind the Sher- 
man Act on one side, and on the other 
side there is substantially little and pret- 
ty inadequate state regulation . 

Now let us look at the state regulation 
presently, and you will judge for your- 
selves. I am going to come to that. 

Mr. Walter: You say there would be 
no regulation. Doesn’t that presuppose 
that the Supreme Court will find that 
insurance companies come within the 
Sherman Act, and also that there will 
be Federal regulation of a sort? 

Mr. Biddle: I am not sure if I under- 
stand you. The lack of state regulation 
would have nothing to do with the find- 
ing of the Supreme Court, I would think. 

Senator Hatch: It would not presup- 
pose the necessity for Federal regula- 
tion at all, as I understand the Attorney 
General. It would merely mean that the 
Anti-Trust Laws would be applicable. 

Mr. Biddle: That is right. 

Mr. Walter: Then when companies 
fixed rates in accordance with the laws 
of the state, by complying with the law 
of this state, a particular state, those 
companies would be guilty of violating 
the Sherman Act? 

Mr. Biddle: No, I don’t think that 
follows at all, as I shall tell you. The 
mere presence of the Anti-Trust Law 
itself is a most excellent curb on the 
kind of practices which I am describing, 
and will describe further, under this very 
case; the kind of practices of boycotting, 
the kind of practices of openly sitting 
around and fixing prices, which are not 
related in many instances to the justifi- 
cation on the tables, which vary so from 
state border to state border that appar- 
ently there can be no justification for 
them, that that kind of straight-out 
price fixing and the use of boycotting, 
which is now, I contend, inhibited and 
not permitted by the Anti-Trust Law, is 
a most excellent curb to far more fla- 
grant monopolistic tendencies by insur- 
ance companies, and that the repeal of 
the act alone would—and I think per- 
haps Senator Hatch had that in mind— 
would open, would take any brake off 
the insurance companies in the exercise 
of its functions. 


Discretion of the States 


Mr. Sumners: General, if it is estab- 
lished that insurance is interstate com- 
merce, would that put any limitation 
upon the discretion of the states, both 
with reference to the exclusion of In- 
surance companies or the degree to 
which they may regulate them? 

Mr. Biddle: Well, I take it first—ex- 
clusion—I take it that no state can ex- 
clude arbitrarily any company doing bus- 
iness, and I think we all, as lawyers, 
would agree on that. I don’t think a 
state could say, “We will not allow any 
insurance companies to practice here 
under any conditions.” What a state 
can do is to pass reasonable regulations 
by licensing, and so forth, and I don’t 
think that would be affected by any 
Federal control at all. 

Mr. Hancock: Can’t they 
monopoly laws? 

Mr. Biddle: Yes, and many of them have, 
and that is a point I am going to make. 

Senator Ferguson: Aren’t those adequate? 

Mr, Biddle: No, because they don’t cover 
interstate commerce. 

Senator Ferguson: 
people of the states? 

Mr. Biddle: I would gather not. : 

Senator Ferguson: Why doesn’t the legisla- 
tive body of the state act? 


(Continued on Page 18) 
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suffers heavy 


Regi YEAR, twice as many Americans lost 
4 their lives in accidents within their 
own homes as were reported killed in bat- 
tle in the first 18 months of this war! 

In the same year, well over three quarters 
of a million workers were temporarily dis- 
abled by accidents in their homes. 

The working time lost by this huge Home- 
Front army was enough to operate more 
than 50 war plants, each employing 1000 
people, for an entire year. 

Most home accidents need not happen. 
Carelessness is the chief reason why friend- 
ly, familiar surroundings are so often the 
scenes of accidents which cause pain, grief, 
and financial loss. 

Today, especially, it is your responsibil- 
ity and that of your family to help reduce 
the number of home accidents. The practice 
of the three basic safety principles outlined below 
would eliminate most of them. 





Remove danger points. Keep stairs, includ- 
ing railings, in repair and well-lighted... 
a greater number of serious accidents occur on 


stairs than in any room. 


It is sometimes wise to put guards on 
windows so children won’t fall. 


Have electrical equipment, irons, heat- 
ers, toasters, etc., inspected and repaired. 
Replace frayed cords and loose plugs. 
Watch out for leaks in gas appliances and 






pipes. Clean chimncy flues and heating 


cquipment regularly. 














Practice good housekeeping. Stairs and land- 
ings should be kept free of brooms, toys, 
boxes, and other objects which might cause 
falls. Scatter rugs should be securely an- 
chored. Don’t use wax too liberally on 
floors and take care that it is rubbed in 
thoroughly. 


Tie back kitchen curtains so they won’t 
catch fire. Knives and sharp instruments 
should be kept in a safe place when not in 
use... handles of pots and nans on the 
stove should be turned in to avoid tipping. 

Keep furniture and other objects out 
of the way so you won’t trip or stumble 
over them. 


J 
? 
: 
3 
‘ 
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Develop careful habits. Use a stepladder, or 
a straight, strong chair—not the nearest 


How a home-front army 


casualties 


rocker cr box—when reaching to high 
places. 

Careful householders will disconnect 
clectric appliances like irons and curlers 
before leaving the room. They will never 
leave a hearth fire, whether gas, wood, or 
coal, unguarded. 


Close cupboard doors and bureau draw- 
ers promptly to avoid collision. Get rid of 
broken glass or other sharp refuse as quick- 
ly as possible. 


Hands should be dry when touching any 
electrical switch or apparatus. 


Make a tour of your 
kome this very day. 


Check for yourself, and 
urge your family, espe- 
cially the children, to see 
that these three basic 
safety principles are con- 
sistently carried out. 
Don’t give an accident a chance to happen! 


Home defense 
ayiuis! 


Accidents 





On request, Metropolitan will send youa 
free folder, “Home Defense Against Acci- 
dents.” 





COPYRIGHT 1943—METROPOLITAN LIFE INSURANCE CO. 


Sth ANNIVERSARY “1868-19 ~ 


Metropolitan Life 


Insurance Company 
(A MUTUAL COMPANY) 
Frederick H. Ecker, 
CHAIRMAN OF THE BOARD 
Leroy A. Lincoln, 
PRESIDENT 
1 MADISON AVENUE, NEw YorK 10, N. Y. 





Metropolitan Life Insurance Company 
1 Madison Avenue, New York 10, N. Y. 

Please send me a copy of your booklet, 113-U, 
“Home Defense Against Accidents.” 


Name 





Street =— 








City State. 




















THIS ADVERTISEMENT IS one of a continuing series sponsored by Met- 
ropolitan in the interest of a safer and healthier nation. It is appearing 
in magazines with a total circulation in excess of 30,000,000, including 





Collier’s, Time, Saturday Evening Post, Ladies’ Home Journal, Good 
Housekeeping, Cosmopolitan, McCall’s, American Magazine,Woman’s 
Home Companion, National Geographic, Parents’, and Redbook. 
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E. S. Brigham Addresses 
Pittsburgh Group 


LAUDS SECURITY OF BUSINESS 





National Life President Tells of Impor- 
tant Part Life Insurance Played in 
Century’s Development 





Elbert S. Brigham, president, National 
Life of Vermont was the featured 
speaker at a luncheon, Tuesday, at the 
Duquesne Club, Pittsburgh, marking the 
appointment of Reginald S. Koehler as 
he company’s Pittsburgh general agent. 
\bout sixty-five life insurance men, 
hankers and business men attended. 

President Brigham in his address said 
ihat it is a great satisfaction to be part 

f an institution which serves the secur- 
ity needs of almost every family in the 
land and which has been tried by years 
of service. He pointed out that in 1841, 
when the first life insurance companies 
were being organized, there were only 
iwenty- six states in the Union, the na- 
tion’s population was only 17,000,000, 
there were only three cities which had 
reached the 100,000 population class, and 
our national wealth was only $7,000,- 
000,000. 

“T like to think,” he said, “that life 
insurance has played an important part 
in the development during: this century. 
The premiums collected from policyhold- 
ers have constituted a great fund which 
has been loaned to home builders, rail- 
roads, industries and governments. And 
now, in the emergency of this great 
war, life insurance companies are sup- 
porting the Federal Government, as evi- 
denced by the fact that, while life com- 
pany assets have increased $3, 700,000,000 
since the war began, their investments 
in government securities in this period 
total $4,200,000,000.” 

Mr. Brigham pointed out how life in- 
surance has weathered all of the several 
wars and depressions of the last century. 
“Let us hold fast,” he said, “to that 
which is safe and yield not to those 
who lower the high standards which 
have been the secure foundations of our 
business. 

“When the war is over we may well 
ask, ‘How can we finance the service 
for a national debt which may reach 
$300,000,000,000? Is inflation going to 
come with its effects upon savings and 
the proceeds of life insurance policies ?’ 
'hese are all questions which give us 
concern and which no one can answer. 
However, we are a resourceful people. 
We have so far overcome obstacles, and 
[ believe we can solve our problems with 
intelligence and resourcefulness.” 





RESEARCH BUREAU MEETING 





Small Company Group Representatives 
to Have Dinner in Chicago Nov. 16; 

R. B. Richardson, Chairman 
Representatives of the “small company 
roup” of the Life Insurance Sales Re- 

earch Bureau companies will hold a 
{inner November 16, at the Edgewater 
each Hotel, Chicago, it has been an- 
ounced by R. B. Richardson, president, 
estern Life, who is chairman of this 
roup of companies with less than $150, 
0,000 insurance in force. Mr. Richard- 
mn also announced there will be a meet- 
ng of the executive committee of this 
roup, during the Bureau’s annual meet- 
x at Chicago, to consider plans for the 
44 Spring meeting of the group. 
This group was organized over five 
ars ago, and has held meetings lasting 
ree days each Spring in Chicago. R. F. 
ish, president, Union Mutual Life, 
irtland, Maine, was chairman during 
e first five years of the group’s exist- 
ce. Members of the executive com- 
ittee, elected at the 1943 Spring meet- 
g are these: R. E. Irish; Morton Boyd, 
Beis chs Commonwealth Life, Louis- 
lle; Sam E, Miles, vice president, 
rovident Life & Accident Co., Chat- 
nooga; W. V. Woollen, agency vice 
nr residane Capital Life, Denver; A. H. 
thler, vice president, Indianapolis Life, 
dianapolis, 
































IT’S CHINESE TO HIM 


When you say “Waiver of Premi- 
ums Benefit”. 


But it will mean something when 
you explain it. 


And it will mean a lot more to him 
and to his family if he becomes to- 
tally and permanently disabled, 
and his life insurance is kept in 
force at a time when it might well 
be impossible for him to pay 
premiums. 


That’s the reason the Waiver of 
Premiums Benefit is automati- 
cally included in Prudential Ordi- 
nary policies issued at standard 
It insures the insurance. 


rates. 


INSURANCE COMPANY OF AMERICA 


HOME OFFICE NEWARK, NEW JERSEY 
A Matual Company 























Ray B. Helser, Home, To 
Run Des Moines Branch 


NEW AGENCY FOR THE COMPANY 


Well Known Figure in Sales Production 
and Advertising Has Been Field 


Service Manager of Home 


Ray B. Helser, manager of field serv 
ice for Home Life at home office for 
the past seven years, will be manager 
of a new branch office the company will 
open in Des Moines. Appointment is 
effective November 16, said William P. 





RAY B. HELSER 


Worthington, vice president and super 
intendent of agencies. 

Educated in lowa schools, and attend- 
ing Drake University, Mr. Helser re 
turns to his native state. In 1929, he 
became a member of the staff of the 
Better Business Bureau of St. Louis, and 
two years later transferred to Fort 
Madison, lowa, where he was with ad 
vertising department of the W. A. Sheat 
fer Pen Co. He later supervised sales 
promotion of key retail outlets for this 
firm. 


Joined Home Life in 1936 


In 1933 he was appointed agency sec- 
retary of the American Mutual Life of 
Des Moines, lowa, and came to Home 
Life in 1936. Mr. Helser is a graduate 
of the agency building school, Life In 
surance Sales Research Bureau, and a 
member of the Life Advertisers’ Associa 
tion. While with the latter organiza 
tion he served on liaison committees be 
tween the LAA and the Institute of Life 
Insurance. 

As manager of field service for Home 
Life, Mr. Helser made important con 
tributions to sales promotion, advertis- 
ing and public relations work for the 
company. Most of his activity centered 
around the Home Life’s Planned Estates 
technique. He made many friends in the 
field and in New York. He is a man of 
strong convictions, imagination and 
character. He goes to Des Moines with 
good wishes of an aagiasied large circle. 


Pearce Shepherd To Address 
N. Y. Supervisors Nov. 9 


The second in a series of “informa- 
tive” talks scheduled by the Life Super- 
visors Association of New York City 
will be held Tuesday, November 9 at 
the Martinique Hotel. “Some of To 
day’s Underwriting Problems,” will be 
the subject of a talk to be given by 
Pearce Shepherd, second vice president 
and associate actuary, Prudential. The 
problems brought about by temporary 
war profits and the increased use of key 
man insurance will be among the topics 
that will be discussed. 

J. Logan Thayer, general agent, Occi 
dental Life, Wichita, has been elected 
to the honorary 33d degree of Scottish 
Rite Masonry. 
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Col. Harrell’s Work With Metropolitan 


Retired Head of Army’s Life Insurance Section Helped Com- 
pany Launch Its United Services Insurance and 
Administered That Division 


Colonel William F. Harrell, who re- 
cently retired United States 
Army (where in last phase of his Army 
career was officer in charge of the life 


from the 


insurance section of the Adjutant Gener- 
al’s office) was for some years with the 
Metropolitan Life. His Army service in 
three wars had been a brilliant one and 
him many decorations, including 
Service Medal, Distin- 
Victory Medal 


six bronze 


won 
Distinguished 
guished Service Cross, 
three silver stars and 
stars, Purple Heart, Legion of Honor 


and Croix de Guerre with three bronze 


with 


palms. Last decoration was Legion of 
Merit Medal for service as officer in 
charge of the life insurance section of 


\djutant General's office. He will spend 
rest of his life on a farm. 


Joins Metropolitan Life 


Colonel Harrell’s first retirement from 
the Army was in 1928. Then began a 
new phase of his career, his connection 
with Metropolitan Life. An article dis- 
cussing this appears in the November 
issue of “The Home Office Magazine,” 
published by the Metropolitan. It says 
in part: 

“Colonel Harrell retired from the 
Army in 1928, on his own request, after 
completing thirty years of service. At 
that time the Metropolitan was about 
to launch its program of United Serv- 
ice Insurance. This program had been 
devised by a group of officers in the 
armed services with a view of develop- 
ing habits of thrift and financial de- 
pendability among enlisted men. Basic- 
ally, the plan called for a life insurance 
policy to be paid for by an allotment of 
a man’s pay and to be paid up at the 
end of the enlistment period. 

“President Fiske became interested 
and agreed that the company would un- 
dertake and administer the plan. The 
successful administration would require 
the direction of a man of outstanding 
background in military or naval service, 
who at the same time was an able ad- 
ministrator and salesman. 

“Colonel Harrell had no intention of 
spending the rest of his years in idleness. 
He heard about the United Services in- 
surance program and was immediately 
interested. He was the ideal man for 
the job. In July 1928, he joined the 
Metropolitan as manager of the United 
Services Insurance Division. Under his 
wise administration the division grew 
into an important activity of the com- 
pany. Even in peacetime, with a com- 
paratively small number of men in the 
Army and Navy, the amount of insur- 
ance in force grew to exceed $7,000,000. 

“From the beginning of his connection 
with the company the Colonel was a 
loyal and enthusiastic Metropolitan man. 
He never stopped preaching the virtues 
of life insurance and the Metropolitan. 
He worked tirelessly toward building 
good will for the company wherever he 
went. The contribution which he made 
to the company cannot be measured 
merely in terms of the development of 
the United Service insurance; his work 
from a public relations standpoint was 
invaluable. 


Goes Back to Army 


“With the outbreak of the second 
World War, Colonel Harrell was as 
restless as the old fire horse watching 
the engines go by. He could not rest 
easily as a civilian on the sidelines. In 
March of 1942 he was ordered to active 
duty. Although his age and _ physical 
condition did not qualify him for active 
field service, his career with the Metro- 





politan pointed the way to a new assign- 
ment. 

“He was first placed in charge of the 
sale of War Bonds to the Army. Shortly 
thereafter, Lt. Gen. Hugh A. Drum, then 
commanding the Second Defense Area, 
assigned Colonel Harrell to the task of 
improving the insurance protection of 
the personnel of the Second Army. The 
Colonel's fourteen years’ experience with 
the Metropolitan made itself felt im- 
mediately. He got results quickly. The 
attention of the Adjutant General in 
Washington was attracted. Colonel Har- 
rell was placed in charge of the Life 
insurance activities of the U. S. Army 
throughout the world. The most impor- 
tant activity in this respect was the pro- 
motion of the sale of National Service 
Life insurance. This insurance, offered 
by the United States Government, is 
available to those in the armed forces 
in amounts up to $10,000. Full coverage 
against all hazards, including those of 
war, is provided at attractive peacetime 
rates. The Army authorities were 
anxious that every soldier avail himself 
of this protection to the limit of his 
ability. Again, Colonel Harrell got quick 
and outstanding results. On his retire- 
ment approximately 95% of the Army 
was insured for an average amount of 
nearly $9,000. Practically all of the men 
inducted are applying for the insurance 
for an average amount of more than 
$9,900, while those leaving on overseas 
service are insured for an average of 
over $9,000. 

“Tt was his outstanding record in this 
assignment that won for him the Legion 
of Merit Medal and the citation pre- 
viously referred to. 


Now Living on Farm 


“Colonel Harrell’s retirement from the 
Metropolitan under the company’s Re- 
tirement Program became effective on 
April 16, 1943. He has now returned to 
his farm in Dutchess County for a well- 
earned rest. Those who know him doubt 
that he will spend much time resting. 
They fully expect that he will put as 
much energy in producing ‘Food for Vic- 
tory’ as he has in all his previous assign- 
ments. His many friends in the Home 
Office extend to him their best wishes 
for good health, prosperity, and happi- 
ness for many years to come.” 





W. A. SWETT JOINS BERKSHIRE 





Appointed Agency Supervisor of Walter 

H. Boireau Agency, Boston; Appoint- 

ment Became Effective November 1 

The Berkshire Life announced the ap- 
pointment of William A. Swett as agen- 
cy supervisor of the Walter H. Boireau 
Agency, Boston. Mr. Swett has been 
a member of the Boston Life Under- 
writers Association since 1933, and has 
served in various capacities in that as- 
sociation. He is vice president of the 
Boston Life Supervisors Club, and a 
member of the Boston Life and Trust 
Council. 

A graduate of Wesleyan University 
in 1932, Mr. Swett was student body 
president during his senior year, a mem- 
ber of the varsity track team during his 
junior and senior years and a member 
of the Psi Upsilon and the Mystical 
Seven Society fraternities. He served 
as secretary of the Wesleyan Alumni 
Association 1938-1940 and vice president 
1941-1942. His appointment with the 
Boireau Agency became effective No- 
vember 1 





Nicholas George, Bankers Life of Des 
Moines agent, Muskegon, Michigan, is a 
local news reporter and analyst over 
radio station WKBZ, Muskegon, fifteen 
minutes each morning. 
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Dollar - Producing 


Time- Saver... 


© 


... is THE GUARDIAN’S Prospect Bureau 
—a time-tested direct mail plan which con- 
sistently is bringing a nation-wide average of 


11% return on mailings. 


For the first nine months of 1943 the average 
first-year commission value per reply was 


$12.62. 


By encouraging the prospect to consider his 
needs and indicate his immediate insurance 
objectives, The Guardian Prospect Bureau 
approach makes for time-saving selection of 
prospects and an early mutual understanding 


between prospect and Agent. 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 
50 Union Square — New York City 


A Mutual Company Established 1860 
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GUARDIAN OF AMERICAN FAMILIES FOR 83 YEARS 
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Left to right: JAMES H. ELMORE, 
President of Acacia’s honor organiza- 
tion; WILLIAM MONTGOMERY, 
President of Acacia; ROLAND C. 
SUTER, Chairman, Acacia’s Field 
Advisory Committee; SAMUEL E. 
MOOERS, Field Vice President of 
Acacia—at the ceremonies announc- 
ing to Field and Home Office em- 
ployees attainment of the Golden 
Anniversary Goal, October 11, 1943. 





A Message t0 ACACIA’S FIELD FORCE € 


Today we passed the $500,000,000 mark in life insurance in force. 
When you pledged this goal for my 50th Anniversary with Acacia you 
could not have foreseen the trials and difficulties you have so successfully 
overcome in passing the half billion mark nearly three months ahead of 


schedule. 


Some of the records you have made in reaching this goal are almost 
unbelievable: 


Paid-for business is up 46% this year. 
Net Gain in business in force is up 160%, showing the high quality 
of the new business sold. 


Average annual production per man is now over $219,000 and 
continues to rise. 


You have never failed me— you have more than made good your 
pledge. You have proved anew your loyalty, efficiency and enthusiasm. 
I am sincerely grateful for the tribute you have paid by dedicating this 
outstanding accomplishment to me. 


President 


ACACIA MUTUAL LIFE INSURANCE COMPANY 
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1. TEQ 
pay dirt 


If you’re satisfied with bread ’n 
butter wages stick to surface 
prospecting ... but if you want 
to get down to real pay dirt 
let Continental Assurance help 
you DJG. Our facilities include 
tools for every purpose . . . par 
and non-par, standard and sub. 
standard, juvenile and annui- 
ties, group, wholesale, salary- 
savings, A&H... including In- 
come Indemnity... plus a 
practical knowledge of where 
and how to dig for business. 


Will you let us prove it? 


Nationally Known for 
Strength and Growth 














(2 = e f_{_' 
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ASSURANCE COMPANY 
CHICAGO, ILLINOIS 


Affiliated arith 


CONTINENTAL CASUALTY COMPANY 
TRANSPORTATION INSURANCE COMPANY 


Nationally Known for Strength 
and Growth 


James A McLain Presents War Bond Prizes 





L. to R.: Mary V. S. Gaillard, medical department; Max Goldstein, supply 
department; Helen Coltun, home office collection department; George Hellvig, 
supply department; Lou Loken, mortgage department; President McLain; Irma 
Abeles, premium record department; Ann Zweben, dividend department; Charles 
Edwards, policy issue; Mary Lannigan, office of executive vice president; Blanche 
Bijesse, mortgage; Medical Director M. B. Bender, chairman of War Loan cam- 


paign committee. 


President James A McLain, Guardian, 
is shown in accompanying picture pre- 
senting prizes in War Bonds to the ten 
employe members of the home office 
who led in company’s Third War Loan 
campaign, Winner in both total volume 
and in number of individual sales of War 
Bonds was Lou Loken, mortgage depart- 
ment, and Max Goldstein, supply de- 
parment, received the “lives award.” 
Winning team captains were Blanche 


Bijesse, mortgage department, in volume, 
and George Hellwig, supply department, 
in “lives.” Home office campaign was 
headed by Medical Director M. B. 
Bender. 

Company’s field cashiers and clerical 
staff had as top “producers” Mrs. M. 
Dreher, Montgomery cashier, and Miss 
G. E. Lee, Fort Smith, cashier. L. B. 
Lasko, manager at 1450 Broadway, 
headed special drive conducted by com- 
pany’s New York City field force. 





Lee To Be Chairman 

President James A McLain, American 
Lite Convention, has appointed as pro- 
gram committee for 1944 convention of 
ALC: Laurence F. Lee, Peninsular Life; 
Claris Adams, Ohio State; and E. A. 
Roberts, Fidelity Mutual. Mr. Lee is 
chairman of the committee. 


Mutual Life Joins ALC 
The Mutual Life has been admitted 
to membership in American Life Con- 
vention. President Lewis W. Douglas, 
in Chicago at last annual meeting of 
ALC, announced that he would request 
permission of the company’s trustees to 

join ALC. Membership is now 182. 


J. G. Read Asks Modification 
Of War Department Ruling 


Commissioner Jess G. Read, Okla- 
homa, is asking a modification of the 
recent order issued by the Adjutant Gen- 
eral’s office of the War Department 
denying representatives of life insurance 
companies not licensed to do business 
in Oklahoma the right to solicit business 
on any post, camp or station located in 
the state. Commissioner Read points out 
that the first paragraph of the order 
works a hardship on a regularly licensed 
agent in that it requires him to have a 
“written evidence of a prior appointment 
having been made with some specific 
officer, warrant officer, etc.” The com- 
missioner contends that this is entirely 
impractical for a life insurance salesman 
just as it would be if applied to any 
other line of salesmanship. 

In a communication to the Oklahoma 
senator who was instrumental in obtain- 
ing the order, Commissioner Read said 
that in accomplishing what we sought to 
do, to stop companies not licensed from 
operating on military reservations the 
order denies to bona-fide residents of 
Oklahoma, who are regularly licensed, 
the right to work on such a reservation. 
He further stated that the Oklahoma 
Insurance Department would not counte- 
nance or permit any agent of a life in- 
surance company to impose upon the 
persons at Fort Sill or any other mili- 
tary reservation, but the insurance fra- 
ternity, as well as he, is hopeful that the 
order may be modified and the severe 
restriction as to operation be removed. 





25 Years With Penn Mutual 


BEN 


HYDE 


Ben Hyde, general agent at 285 Madi- 
son Avenue, New York, for the Penn 
Mutual Life, has been with the company 
twenty-five years. He entered the life 


insurance business with that company 
on the first Armistice Day, Nov. 11, 
1918, and has been with the company 


in New York City continuously. He was 
appointed general agent on Sept. 1, 1924, 
together with the late Edgar G. Mc- 
William, and continued the agency after 
Mr. McWilliam’s death. His agency 
has over $42,000,000 of life insurance in 
force, on approximately 10,000 policy- 
holders. 

M. Hyde has been a vice-president of 
the Life Underwriters Association of 
New Yok City, a member of its execu- 
tive committee, chairman of the business 
practices committee, member of the edu- 
cational committee, and is currently 
treasurer of the Association and on the 
board of directors. He is treasurer of 
the Penn Mutual General Agents Asso- 
ciation and a member of the Life Man- 
agers Association of Greater New York, 








Pension Trust Plan to 
Meet Post-War Needs 

LEVEL PREMIUM TOO RIGID 

Meyer M. Goldstein Says Plan Should 


Have Flexibility; Penalties for 
Failure to Qualify 











Every pension plan, both new and 
existing, should be presented to the 
Commissioner of Internal Revenue for 
review, said Meyer M. Goldstein, di- 
rector of Pension Planning Co., New 
York, who is also general agent, Con- 
necticut Mutual Life, in a talk befor« 
the Philadelphia Life Insurance and 
Trust Council last week. Mr. Goldstein 
said that penalties for failure to qualify 
are not only the normal tax penalties 
but in addition the almost prohibitive 
penalties for violating the wage and 
salary stabilization controls. 

A question frequently asked by em 
ployers is what plan will meet the 
problems of post-war period, depression 
or re-adjustment. Mr. Goldstein stated 
emphatically that the typical annual 
premium retirement income contract 
with or without insurance is too rigid 
to give the tax payer adequate flexi- 
bility. “It is too much of a straight- 
jacket,” said Mr. Goldstein, “in its fixed 
requirement to pay a level annual pre- 
mium. The relief provisions of the right 
to borrow to pay premiums, and even 
the possible relief of a carry-back and 
carry-forward provision of the Internal 
Revenue Code are hardly an adequate 
answer.” 


Combination Plan 


The Pension Planning Co. has de- 
veloped a plan, said Mr. Goldstein, which 
overcomes these and other disadvan- 
tages and lack of flexibility of the typi- 
cal new premium retirement income 
contract through a combination of a 
low premium contract such as Ordinary 
life, life paid up at 65, etc., combined 
with a special self-examined investment 
account, generally invested in govern- 
ment bonds or other legal securities. 

Such a plan, he explained, combines 
the advantages of an entirely self-ad- 
ministered plan and at the same time 
overcomes certain disadvantages which 
are inherent in an _ entirely self-ad- 
ministered plan especially in connection 
with the smaller and medium sized 
business organizations. 

As to qualification under the law, Mr. 
Goldstein explained that the tax payer 
can prepare his plan and submit it to 
the special pension trust group unit that 
has been set up by the Commissioner of 
Internal Revenue and obtain a ruling 
as to whether his plan qualifies under 
Section 165 (a) of the Internal Revenue 
Code. If the plan qualifies under that 
section and is a pension plan it auto- 
matically qualifies under wage and salary 
stabilization controls, except for the 
minor matter of a “life insurance cle- 
ment” that may be involved which may 
readily qualify by coming within the 
established rulings. 





TO SPEAK IN CHICAGO 
Mildred F. Stone, agency field secre- 


tary, Mutual Benefit, will speak to 
women’s division, Chicago Association 
of Life Underwriters, November 


Holgar J. Johnson, president, Institute 
of Life Insurance, will speak before | 
Agency Managers of Chicago on sau 
day. 


oOo mo 





LLOYD TO SPEAK IN ST. LOUIS 

John A. Lloyd, vice president, Union 
Central Life, Cincinnati, and former 
Superintendent of Insurance for ©':\9, 
will discuss “Public Relations” at 4 
dinner meeting November 12 under ‘‘i¢ 
joint auspices of the Insurance Producers 
cof Greater St. Louis. 





and on its law and legislation com! 
tee. He was one of the organizers aid 
is a past president of the Midtown Man- 
agers Association. 
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THE NYLIC CLUBS OF 1943 


THE selling of life insurance is im- 
portant at all times. Today the work 
of the life underwriter is doubly 
important, for it aids the Government 
in its overall effort to hold down prices 


and maintain economic stability. 


The agents who are making an out- 
standing record in the field deserve high 
recognition, and the New York Life 
Insurance Company therefore takes this 
occasion to honor the 1,323 New York 
Life agents who are members of the 1943 
Nylic Clubs. The average amount of 
new business paid for by Club members 
during the 1943 Club Year was 12.6 per 
cent greater than during the previous 


year. 


There are 303 members of the 1943 
Top Club, which is an increase of 34 as 
compared with last year. The average 
volume of new business was $301,055, an 


increase of 10.9 per cent over the 1942 


NEW YORK LIFE INSURANCE COMPANY, 51 MADISON AVE., NEW YORK 10, N.Y. 








Club Year. (Club records represent 
rock-bottom figures. No term insurance 
was counted, and semi-annual and 
quarterly business was counted 


pro-rata.) 


Of the 303 Top Club members, 52 
are Senior Nylics. This represents an 
increase of 11 as compared with last 
year, which is an indication of how the 
“old guard” has come forward so loyally 
during the present wartime emergency 
when so many of the younger agents are 


away serving in the armed forces. 


In order to co-operate with the Govern- 
ment in its efforts to reduce rail travel, 
the national Top Club Conference was 
not held this year. However, the Com- 
pany pays particular tribute, in this 
advertisement, to the splendid records 
made by the leading agents who have 
attained the high rank of Officers in the 


1943 Top Club. 
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BROWN C. WOODBURY 
Third Degree Nylic 


San Francisco, California 


PRESIDENT OF THE 1943 NYLIC TOP CLUB 
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$1,500,955 


On 


317 Lives 


WITH paid-for New York Life business 
of $1,500,955 under Club rules, Mr. 
Brown C. Woodbury of San Francisco 
attained the New York Life’s highest field 
honor, the presidency of the Top Club. 


Mr. Woodbury was born at Des Moines, 
Iowa, in 1893 and is a graduate of Iowa 
State College. 
career in the lumber business, he joined 


Following a successful 


the New York Life Insurance Company 
in 1926. For many years he has been one of 
the Company’s outstanding agents on the Pacific 
Coast. 


Concentrating his efforts almost entirely among 
men in the medical profession, Mr. Woodbury 
has a distinguished clientele among physicians 
and surgeons in the San Francisco area. He has 
specialized in programming, and his attitude 
towards life insurance selling is as professional 
as the attitude of the clientele he serves towards 
medicine. . 


Mr. Woodbury’s production during the past 
Club year is remarkable. It breaks all presi- 
dential Club records since 1931. Moreover, his 
$1,500,955 of new business was written on 317 
lives. The largest policy was one for $35,000. 
There were two for $25,000 and two for $20,000. 
Twenty-three policies were for $10,000 and 175 


for $5,000! 


Writing in the Nylic Review, Mr. Woodbury 
points out that there are three essentials to suc- 


cess in life underwriting: 








NEW YORK LIFE INSURANCE COMPANY, 51 MADISON AVE., NEW YORK 10, N. Y. 








“There is something about 


1, Enthusiasm. 
selling a policy that is like hooking a big fish, or 
knocking a home run, or making a grand slam at 
bridge, that gives you that indescribable thrill.” 


2. Will power. ‘No one can tell me anything 
about picture shows or ball games in the after- 
noons, spending too much time in the office, or 
wasting too much time at lunch. I’ve done 
them all, and it took a lot of will power on my 
part to break myself of such habits.”’ 

3. Organization. “I write very few prospects 
other than doctors. By so doing I have made a 
big territory into a small town, because they all 
know one another.” He establishes a weekly 
quota of new business for himself and he writes 
that “it gives me a lot of fun. It’s like playing 


volf against par, or bogey.” 
golf against par, gey. 


»:., 
We believe that Mr. Woodbury’s record 
should be an inspiration to every life under- 


writer. 
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HARRY J. TALMAN 
Third Degree Nylic 
Chairman of the Advisory Board 
Worcester, Massachusetts 


a 











WILLIAM V. LURIE 
Third Degree Nylic 
Vice-President-at-Large 
Brooklyn, New York 











D. LEE BALLARD 
Second Degree Nylic 
Vice-President-at-Large 
Augusta, Georgia 





ELMER C. MOORE 
Third Degree Nylic 
Vice-President-at-Large 
Wichita, Kansas 


DON C. KITE 
Second Degree Nylic 
Vice-President-at-Large 
Morgantown, West Virginia 


THEODORE KRAEMER 
Second Degree Nylic 
Vice-President-at-Large 
Minneapolis, Minnesota 


1943 NYLIC TOP CLUB VICE-PRESIDENTS-AT- LARGE 








PICTURED above are the Chairman of the 
Advisory Board and the five Vice-Presidents-at- 
Large of the 1943 Nylic Top Club. 

Since the Office of President of the Top Club 
cannot be held a second time, which gives 
every agent of the New York Life an oppor- 
tunity and incentive to achieve the highest 
field honor, the former Top Club President 
with the highest Club record earns the dis- 
tinguished position of Chairman of the Advisory 
Board of the Top Club. The Vice-Presidents- 


at-Large are the five leading Top Club agents, 


NEW YORK LIFE INSURANCE COMPANY, 51 MADISON AVE., NEW YORK 10, N. Y. 


not counting the President and Chairman of 
the Advisory Board. 

The geographical distribution of the seven 
top-ranking officers of the Nylic Top Club is 
interesting. The President hails from San 
Francisco, California and the Chairman of the 
Advisory Board from Worcester, Massachusetts. 
The five Vice-Presidents-at-Large are from 
Brooklyn, New York; Augusta, Georgia; Wichita, 
Kansas; Morgantown, West Virginia; and 
Minneapolis, Minnesota. Every section of the 


United States is represented. 
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LEWIS FRENCH A. EVERETT RILEY DALE H. CARMEAN 


First Degree Nylic Second Degree Nylic Third Degree Nylic 
Rantoul, Illinois Kansas City, Missouri Topeka, Kansas 






















CORNELIUS G. SCHEID EDWIN T. GOLDEN, C.L.U. LOUIS KOHN 





Second Degree Nylic Second Degree Nylic Freshman Nylic 
Cleveland, Ohio San Francisco, California Ventnor, New Jersey 











LOUIS K. SIMS E. ROY VAN LEUVEN WILLIAM A. LEAVELL 


Senior Nylic Second Degree Nylic Senior Nylic 
Los Angeles, California Spokane, Washington Meridian, Mississippi 
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1943 NYLIC TOP CLUB DEPARTMENTAL VICE-PRESIDENTS 












ISIDOR KNOPP HARRY A. McCOLL HARRY H. RUVIN 


Second Degree Nylic Third Degree Nylic Senior Nylic 
New York, N. Y. Colorado Springs, Colorado Schenectady, New York 


— - - —_ 7 arermcteoprmgemenemennm, 





JACK MANFIELD GEORGE F. ROWE LOUIS F. CALLEY 


Senior Nylic Senior Nylic Second Degree Nylic 
Chicago, Illinois Milwaukee, Wisconsin Charleston, West Virginia 








JOSEF E. JOSEPHS, C.L.U. NELSON F. CHAMBERS EDWARD G. SAMIA JOHN H. M. SMART 


Second Degree Nylic Senior Nylic First Degree Nylic First Degree Nylic 
Charlotte, North Carolina Scarsdale, New York Worcester, Massachusetts Toronto, Ontario, Canada 
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Margaret Divver, assistant advertising 
manager of John Hancock, who read a 
paper last month at annual meeting of 
Life Insurance Advertisers Association, 
i; highly esteemed by members of that 
organization. An accomplished writer, 
she has traveled extensively in Europe 
and on one of her trips visited the 
League of Nations while it was in ses- 
sion in Geneva. 

Quite an authority on Jeanne d’Arc, 
(1412-31) national heroine and patron 
saint of France, who delivered the city 
of Orleans to the French and brought 
about the coronation of Charles VII at 
Reims, she has twice been in France at 
time of the annual Jeanne d’Arc anni- 
versary, and during one of those trips 
was a witness of Jeanne d’Arc cere- 
monies: in a French cathedral town. 





Dr. Dick P. Wall has been elected 
medical director of the American Na- 
tional of Texas. He is widely known in 
Galveston as an eye, ear, nose and throat 
specialist. 

Dr. Wall was born in Tennessee but 
attended the University of Texas in Aus- 
tin and later graduated from the Uni- 
versity of Texas Medical School in 
Galveston. He did post-graduate work 
in New York City and St. Louis where 
he received his training for specializing. 

He served during the first World War 
as a captain in the U. S. Army Medical 
Corps and was later promoted to a major 
in the reserves, and for several years 
was acting assistant surgeon of the 





LUNCHEON TO J. ROGER HULL 





Second Anniversary As Vice President 
and Manager of Agencies, Mutual 
Life, Honored 
In recognition of his second anniver- 
sary as vice president and manager of 
agencies, Mutual Life, of New York, a 
surprise luncheon was tendered J. Roger 
Hull November 1 by the company’s agen- 
cies department staff and managers in 
the New York City area. Managers were 
accompanied by the leading agent in 
each agency. Telegrams from Mutual 
Life agencies from all over the country 
were received. He also was given a scrap 
book, presented by the agencies depart- 
ment staff, containing highlights of his 
achievements during the first two years 
of his increased responsibilities. Tribute 
was paid to Mr. Hull by agencies de- 
partment officials, Alexander E. Patter- 
son, executive vice president; and Julian 

S. Myrick, second vice president. 

Mr. Hull came to New York in 1938 
to be assistant superintendent of agen- 
cies after having been Nashville man- 
ager, where he raised that agency’s rank 
—_ 63rd to 5th place among all Mutual 

Life agencies. He was made vice presi- 
lent in November, 1941. 





MONUMENTAL LIFE CHANGES 


Several personnel changes have been 
announced by Monumental Life, Balti- 
nore. Walter Mueller, formerly of the 
Indianapolis agency, has been trans- 
ferred to the Chicago No. 4 agency as 
‘ssistant manager. Earl Abbott, agent 
n Detroit, has been made assistant man- 
iger and ‘assigned to the Detroit No. 2 

igency. G. F. Knittle, agent at Canton, 
as been promoted to assistant manager 
it Evansville. K. Myers, Canton, has 
heen made assistant manager and as- 

igned to the Canton agency. J. Pheney, 
formerly assistant manager at Detroit 
No. 1 agency has been made assistant 

manager at St. Louis No, 1 agency. F. 
(ristiano, formerly special home office 
representative has been appointed man- 
ager of the Chicago No. 5 agency. 


United States Public Health Service 
during which time he distinguished him- 
self in performing outstanding work. For 
many years he instructed in the Univer- 
sity Medical School, which position he 
resigned in 1940. 





The Penn Mutual received an unusual 
letter in answer to the information about 
its post-war training plans, unusual in 
that the soldier, who was formerly an 
agent, asked for less mail. 

This man, in the Canadian army, 
writes: “While my military post office 
address is at Vancouver I am not actu- 
ally in Vancouver, but in various places 
on the West Coast. Consequently all our 
mail is brought from place to place, 
often by dispatch rider. While letters, 
such as the one describing the training 
open to us when our war service is over, 
or letters containing personal news of 
my business associates, are most wel- 
come, it is unfair to burden our field 
mail system with bulky pieces of mail. 
I look forward to returning to the in- 
surance business when the war is over. 
Just now, however, my job is soldier- 








MARGARET DIVVER 


ing. I like 
friends, 


literature.” 


to hear from and about 


but please don’t send me any 


Unele Francis. 


Chicago Trust Council to 
Hear A. S. Hansen Nov. 8 


Arthur Stedry Hansen will be the 
speaker before the Chicago Life Insur- 
ance and Trust Council at its meeting 
at the La Salle Hotel, November 8. 
Mr. Hansen, who is an independent ac- 
tuary in the middle west will talk on 
“Employes’ Trusts from the Actuary’s 
Aspect.” Mr. Hansen is consulting ac- 
tuary for a number of banks, public 
utilities, municipalities, manufacturing 


concerns and for the United States 
Treasury Department. H. Page, North- 


ern Trust Co., is president of the Trust 
Council. Paul W. Cook, general agent, 
Mutual Benefit Life is program chair- 


man. 


SIMON AGENCY DINNER PARTY 
Lawrence E. Simon, general agent, 
Massachusetts Mutual, gave a get-to- 
gether dinner party for the agents of 
the Simon Agency at the Roosevelt 
Hotel, last Friday. Among those pres- 
ent were Major Frank B. Morgan, who 
was able to get away from his army 
duties to join his fellow agents and Lt. 
Louis Behan, who returned from over- 
seas during the week. 














One of a series— 
Giving facts about 
the Fidelity. 











Fidelity agents, however, not only are given the tools, but are 


Security In A Post-War World 


Never have so many been considering so seriously the problem 


of safety—financial and economic—in the years beyond the War. 


Avenues of safe investment, impact of rising prices, hazard of 
unemployment, limitations of business opportunity—these things 


engage the public mind as never before. 


Life Insurance comes foremost among the answers. 


Fidelity Mutual provides that answer in concrete form. 


While steadily increasing the sum and safety of its resources, 
Fidelity has also steadily broadened its coverage to meet the demands 
of the changing times. Its policy forms provide selling tools which 


look to the needs of tomorrow as well as of today. 


trained in their use by means of thorough instruction, sympathetic 
supervision and co-operative leadership. Upon such relationships 


has been built its reputation as a friendly company. 


The Fidelity Mutual Life Insurance Company 


Philadelphia 


E. A. Roserts, President 


And 
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New Bids for Insurance Co. 


Three offers have now been submitted 
for purchase of Illinois Bankers Life, 
Monmouth, IIl., closing date for other 
offers having been set at November 8 by 
Judge Miner in litigation to regain own- 
ership of company’s stock from estates 
of late Hugh T. Martin and late Arthur 


T. Sawyer. Latest bid was submitted by~ 


United Fidelity Life of Dallas, offering 
$1,600,000 for outright purchase of stock. 


An offer was submitted by Paul O. 
3uckley, Newtown, Conn., and was 
$1,550,000. Several weeks ago Alfred 


McArthur, president Central Life, sub- 
mitted a bid. 


WM. J. SNODGRASS DEAD 

William J. Snodgrass, 73, treasurer of 
Reliance Life of Pittsburgh, died last 
Saturday in West Penn Hospital. Na- 
tive of Pittsburgh, he became assistant 
treasurer of Reliance when it was form- 
ed in 1903, was elected treasurer in 1930, 
being the last of the original officers. 





PLANS TO INCREASE CAPITAL 

Lincoln National Life will hold a spe- 
cial meeting of stockholders Nov. 26 to 
act on a proposed increase of capital 
from $2,500,000 to $3,500,000 by means of 
a stock dividend of 40% on its present 
shares. 


ELECT ARNOLD PRESIDENT 

William A. Arnold, IL, Harrisburg, 
Pa., has been elected president of Penn 
Mutual Agency Association. New vice 
presidents are Harry E. Wuertenbaecher, 
St. Louis, and Edward V. Krick, New 
Haven. Ben Hyde, New York, is treas- 
urer, Gaius W. Diggs, Richmond, secre- 
tary; and Allan Gates, Little Rock, as- 
sistant secretary. 





Craig G. Kennedy, Northwestern Na- 
tional Life, Wichita, has been named 
president of the Sunflower Bovs’ State. 
He succeeds E. C. Moore, Harris, Burns 
& Co., agency. 











PROSPECTS --- 


There are no more prospects for you, Messrs. Hitler and Tojo. No 
more little Nations to destroy—granaries to rob—art to loot or 
money and materials to steal. The weak are growing stronger 
as you start to scrape the bottoms of your man-power, food and 
material piles. Even “your people” will turn on you and destroy 
you just as certain as they did your ex-pal, Benito. 


ae 


Prospecting is not a big 
problem for Bankers Na- 
tional Field Men. They not 
only have a policy to fit 
almost every prospect but 
a prospect letter service 
that really works. But best 
of all, is the prospecting 
help which their com- 
pany’s executives give 
them in the field. 


Ww 


You'll find the Bankers National men helping to destroy your 
prospects in a big way. You'll find them walking; riding bicycles 
and busses instead of enjoying the conveniences of their automo- 


biles. 


You'll find them active in all war organizations and 


cheerfully giving up those comforts and luxuries which you so 
glowingly said made them ‘'soft’’ and would keep them from 


interfering with your free hand. 


BANKERS NATIONAL 


LIFE 


RALPH R. LOUNSBURY, President 


Montclair 


* * + * 


INSURANCE COMPANY 


WILLIAM J. SIEGER, V. P. and Supt. of Agencies 


New Jersey 





Made National Life of Vt. 
Pittsburgh General Agent 





REGINALD S. KOEHLER 


The appointment of Reginald S. 
Koehler as general agent for the Na- 
tional Life of Vermont in Pittsburgh 
was celebrated by a luncheon in _ his 
honor at the Duquesne Club, which was 
attended by several home office officials, 
last Tuesday. Among the speakers at 
the luncheon were Elbert S. Brigham, 
president, National Life of Vermont, D. 
Bob Slattery, director of agencies; Karl 
G. Gumm, assistant superintendent of 
agencies; R. Maxwell Stevenson, gen- 
eral agent, Berkshire Life; M. Jay 
Ream, general agent, Mutual Benefit 
Life. 

Mr. Koehler is a native of Roanoke, 
Va., and is a graduate of the University 
of Virginia and the General Electric En- 
gineering School. After the first World 
War, in which he served as an ensign 
in the navy, Mr. Koehler became com- 
mercial manager of the Ohio Power Co., 
and for three years following this was 
sales manager of the Cord Tire Cor- 
poration. In salesmanship he had some 
experience as the sales manager’s staff 
assistant for the Goodyear Tire & Rub- 
ber Company. 

Mr. Koehler has been in the insurance 
business since 1928. He was a member 
of the board of directors of the Pitts- 
burgh Life Underwriters’ Association 
from 1929 to 1941 and president of the 
Pittsburgh Association from 1933-193. 
He received his CLU designation in 1937 
and was founder and the first president 
of the Pittsburgh Life Insurance and 
Trust Council. 

The Pittsburgh agency of the Na- 
tional Life was established sixty years 
ago last month. 





SERVICE BUREAU CHANGES 





O. V. Elder Made Manager of Chicago 
District Office; R. R. MacKenzie 
Now Vice President 
The promotion of O. V. Elder to man- 
ager of the Chicago district office oi the 
American Service Bureau has been an- 
nounced by Lee N. Parker, pres‘den! and 
general manager of the Bureau. Mr. 
Elder succeeds Robert R. Mackenzie, 
who is now vice president of the Aimer- 
ican Service Bureau, succeeding Barrett 
M. Woodsmall, who has resigne! to 
enter insurance agency and real ¢.‘at 

work with his father at Indiana: 

Mr. Elder joined the Bureau, f iow 
ing his graduation from the University 
of Kentucky in 1922, as a fee inspector 
in Louisville. Later he was m 
salaried inspector in charge of ! 


ville, and in 1925 was promoted to ‘an 
ager of the St. Louis branch off In 
1935 he was transferred to San an 


cisco as branch manager. In tha: ca 
pacity he had general supervis! 
sales and services in the Northern |‘ 
fornia territory. He continued in ‘hat 
post until his advancement to man4 
of the Chicago office. 
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The character in this sketch is definitely not fic- 
titious. He could very easily be someone who 
went to the 4tna Life Insurance School and then 
“went to town” in a big way. 

He’s the fellow who was graduated from the 
School and went on to make the tna Life 
Leader’s Club. This year he’s an tna Regipn- 
naire and he has comfortably averaged more than 
an app-a-week during 1943. 

He’s also the fellow who came to the School 
without any previous insurance experience. In 
eight months he qualified as a Regionnaire, ranked 


among the first hundred life and accident Leaders, 


KE MBLAN C E 


1 S$ 


intentional 


purely 


led the country in number of group cases, and 
ranked ninth in group volume. 

Or, perhaps, he’s one of the fellows who has been 
in the business for several years and, after com- 
pleting the Atna Life Insurance School course, 
improved his annual production by well over 
$100,000. 

None of these men is imaginary. They are living, 
hard-working life insurance Salesmen like your- 
self. Exceptional? Perhaps . .. but really not 
as unusual as you might believe because records 
reveal definite sales improvement by graduates 


of the Etna Life Insurance School. 











a TNA LIFE 
Affiliated Companies: Etna Casualty and Surety Company . 


INSURANCE 


Automobile Insurance Com} any 


HARTFORD, CONNECTICUT 


COMPANY 


Standard Fire Insurance Company 
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Research Bureau-Agency 
Officers Joint Meeting 


CHICAGO PROGRAM COMPLETED 
“Planning For Progress,” Theme; Names 
And Topics of Speakers; Meeting 
To Be Strictly Business 
The complete program for the Asso- 
ciation of Life Agency Officers and Life 
Insurance Sales Research Bureau twen- 
ty-second annual meeting to be held in 
Chicago for three days beginning Tues- 
day, November 16, has been announced 
by John Marshall Holcombe, Jr., man- 
ager of the Bureau. The program for 
the joint meeting has been designed to 
bring light on the current problems 
which confront the agency officer today 
and also to consider postwar problems 
which will face the agency officer. The 
theme of the meeting is “Planning For 
Progress.” The meeting will be a “strict- 

ly business” affair. 

The first meeting will be the general 
session, Tuesday afternoon, November 
16, at which R. E. Irish, chairman of the 
Research Bureau executive committee 
and president, Union Mutual, will pre- 
side. On Monday and Tuesday morning 
will be the usual committee meetings. 

The Tuesday afternoon program con- 


sists of “Planning For Progress,” Ben- 
jamin N. Woodson, assistant manager, 
Research Bureau; “A Flexible Blue- 
print,” F. Hobert Haviland, vice presi- 
dent, Connecticut General; “Progress 


Through Morale,” Ray FE. Fuller, agency 
vice president, Equitable of Iowa; “To- 
morrow Will Be What We Make It To- 
day,” W. R. Jenkins, sales director, 
Northwestern National 

The Wednesday sessions will be pre- 
sided over by Chester ©. Fischer, chair 
man of the Research Bureau board of 
directors and vice president, Massachu 
Mutual. The program includes in 
rning: 


setts 
the m« 

“Progress Through Cooperative Ré¢ 
earch,” Chester O. Fischer; “What Is 
the Man-power Picture Today?” Ward 
Phelps, consultant, Research Bureau; 
“A Definite Recruiting Program,” H. T. 
Burnett, vice president, Reliance Life; 
“Incentive Financing—A Year Later,” J. 
\. McAllister, superintendent of agen- 

Sun Life of Canada; “Training of 
Tomorrow,” E. Paul Huttinger, second 
vice president, Penn Mutual. 

In the afternoon: “Compensation Com- 
mittee’s Activities—The Basic Principles 
of Compensation,” E. M. McConney, 
vice president, Bankers of Iowa; “A 
Fieldman’s Viewpoint on Compensation,” 
Herbert A. Hedges, president, NALU, 
general agent, Equitable of Iowa; “Com- 
pensation Is Only Part of the Answer,” 
William P. Worthington, vice president 


CIES, 


and superintendent of agencies, Home 
Life of New York; “The Field View- 
point on Postwar Planning,” Clancy D. 
Connell, general agent, Provident Mu- 


tual; “Toward a Durable Agency Organ- 
ization,” J. A. Sully, air vice-marshal, 
Roval Canadian Air Force. 

The chairman of the Thursday session 
which will conclude the meeting will be 
S. T. Whatley, chairman of the execu 
tive committee of the Agency Officers 
and vice president, Aetna Life. The pro- 
gram is as follows: “Business Mobilizes 
to Win the Peace,” C. Scott Fletcher, 
general sales manager, Studebaker Cor- 
poration, and director field development, 
Committee for Economic Development 
of Department of Commerce; “Signifi- 
cance of the CLU Movement to the Fu- 
ture of Life Underwriting,” Dr. S. S. 
Huebner, president, American College of 


Life Underwriters; “This Changing 
World,” Stephen M. Foster, economic 
advisor, New York Life; ‘“1944—The 


Year of Decision,” John Marshall Hol- 
combe, Jr., manager, Research Bureau. 


HEAR F. L. MERRITT 
The Buffalo Life Underwriters met 
Wednesday at the Hotel Statler and 
heard an address by Francis L. Merritt, 
assistant director of agencies of the 
National Life of Vermont. Arthur L. 
Beck presided. 


development, 


TO HEAR C. SCOTT FLETCHER 





Committee for Economic Development 
Man to Address Agency Officers- 
Bureau Meeting 


Fletcher, director of field 

committee for economic 
development, will be one of the featured 
speakers at the Agency Officers-Re- 
search Bureau Annual Meeting, Novem- 
ber 16-18 at the Edgewater Beach Hotel. 
He is a business man who has repre- 
sented American business not only in 
this country, but in many export mar- 
kets, such as the West Indies, China, 
Japan, the Philippines, Australia, New 


C. Scott 


Zealand, South Africa, England, and 
Canada. 
In 1937 he was appointed General 


Sales: Manager of the Studebaker Cor- 
poration. In 1942, he was National Ex- 
ecutive Vice Chairman and Campaign 
Director of the United China Relief in 
New York City. This organization ex- 
ceeded its quota of $7,000,000 for our 
Chinese allies. 

In the fall of 1942 his company loaned 
him to the Committee for Economic De- 
velopment in the capacity of Director 
of Field Division, with offices in Wash- 
ington. 

Mr. Fletcher will appear on_ the 
Thursday morning general sessions of 
the meeting, speaking on the topic 
“Business Mobilizes To Win the Peace.” 





SNOW TO SPEAK AT JAMESTOWN 

Tower C. Snow, general agent, Penn 
Mutual, Buffalo, will address the James- 
town Association of Life Underwriters 
November 10. Mr. Snow is regional vice 
president of the New York State Asso- 
ciation of Life Underwriters and imme- 
diate past president of the Buffalo Life 
Underwriters. 


Heckling of Biddle 


(Continued from Page 3) 

Mr. Biddle: You will have to ask the legis- 
lature; I can’t tell you that. 

Attitude of Attorney General 

Senator Ferguson: Why should the Attorney 
General take that upon himself? 

Mr. Biddle: The Attorney General is en- 
forcing the laws of the Federal Government, 
and I am contending that. the Sherman Act 
includes insurance companies; that insurance 
companies are in interstate commerce, and that 
the practices of the insurance companies are 
the very type of practics that the act was 
meant to cover. 

Mr. Sumners: If it should be held, es- 
tablished, that insurance is interstate 
commerce, would that at all modify the 
existing power of the states with regard 
to insurance companies? 

Mr. Biddle: I would say generally not, 
Judge Sumners, but I would want to 
study, and we are studying now, further 
state statutes, because it is a pretty 
difficult generality to answer, but gen- 
erally I would say it would not. 

Mr. Sumners: I am not discussing 
statutes: I am discussing constitutional 
power. I don’t want to press the ques- 
tion—— 

Power of the States 


Mr. Biddle (interposing): Would the 
states be ousted from their constitutional 


power? 

Mr. Sumners: No, I don’t ask that 
question at all. Here is my question: 
If it should be established that insur- 
ance is interstate commerce, would that 
establishment to any degree—and if so 
to what degree, if you are prepared to 
discuss it—would that limit the power 
of control of the states over these in- 
surance companies, both their own and 
foreign companies doing business in their 
states? 

Mr. Biddle: I think that would be 
impossible to answer in a generality, it 
would probably limit some powers and 
probably not others. As far as the ex- 
isting statutes go, I don’t think it would. 
If they pass other statutes, if the state 
passed a statute saying insurance com- 
panies shall fix rates by agreement sit- 
ting around the table, and shall be per- 
mitted to exclude from their membership 


any agent who doesn’t apply those rates, 
if they pass such a statute, I think it 
would prevent them from passing it. 

Mr. Sumners: I think I must be very 
unfortunate in expressing my question. 
My question is whether or not, if any- 
thing should occur to change the status 
of insurance business from intrastate 
to interstate, would that at all affect the 
power of the states to control insurance 
companies and insurance business in the 
states? 


Mr. Biddle: What kind of power? 


Mr. Hancock: The maintenance of 
non-competitive rates. 

Mr. Biddle: I thought I had answered 
that. If a state passed a statute saying 
insurance companies can sit around and 
fix any rates they want, and they can ex- 
clude from the membership of their as- 
sociation any insurance company who 
doesn’t agree to use that rate, and they 
can exclude from their companies agents 
who don’t agree to carry out those pre- 
cepts, of course it would run into the 
Federal statute, as I contend it does 
here—I mean that this set of circum- 
stances does run into the Federal stat- 
ute; of course it does. It depends on 
the kind of statute you have in mind. 

Not to Vote on Preamble 

Mr. Hancock: This act merely refers 
to the Sherman Anti-Trust Act, not to 
the National Labor Relations Act or any 
other act. 

Mr. Biddle: Does it say that insur- 
ance is not commerce? If it does, I 
suppose that it would affect all statutes, 
wouldn’t it ? 

Mr. Hancock:: The bill merely says 
that the Clayton Act and the Sherman 
Act shall not be construed to cover the 
business of insurance. 

Senator Ferguson: It doesn’t say any- 
thing about commerce. 

Mr. Celler: Read the preamble. 
[Statement about state rights.] 

Mr. Hancock: That is not a part of 
the act, and will be stricken out before 
it comes to the House. 


Federal Supremacy 


Senator Austin: As I listen, I get the 
impression that if you answer in the af- 
firmative the question asked by the dis- 
tinguished chairman of the House Com- 
mittee on the Judiciary, then you have 
established a premise for a conflict of 
laws between Federal laws and_ state 
laws, and in which, of course, the su- 
premacy of the Federal law would pre- 
vail; now isn’t that the situation ? 

Mr. Biddle:: That is true only where 
the Federal law attempts to preempt 
the field by passing regulatory meas- 
ures. The Sherman Law is not a reg- 
ulatory matter. 

Senator Austin: When you get into 
the realm of a conflict between a state 
statute or regulation and a Federal 


statute, thereupon the Federal statute 
prevails ? 
Mr. Biddle: IT think that is a much 


clearer answer than I gave. In other 
words, until the Federal statute is 
passed, there is no conflict; but there 
is the minute this comes about-—that is 
always so, invariably. 

Mr. Sumners: I thought that was réc- 
ognized as always so, that unless the 
Federal Government exercises its con- 


stitutional power the state may exer- 


cise its power. 
Mr. Biddle: That is right. 


District of Columbia Group Health Case 


Senator Bailey: And I wish to call 
your attention to the fact that the Dis- 
trict of Columbia Group Health propo- 
sition is not necessarily to be conceived 
of as insurance. 

Mr. Biddle: Well, it may not be nec- 
essarily conceived of as insurance, but 
the Supreme Court, I think, has con- 
ceived of it as insurance. 

Senator Bailey: It doesn’t say so. 

Rs Biddle: Well, if a group of peo- 
ple—— 

Senator Bailey (interposing): You 
draw that inference. Point out the lan- 
guage where the Supreme Court said 
that this was insurance. 

Mr. Biddle: The question is whether 


or not this decision of the Supreme 
Court leads us to believe that insuranc: 
is commerce. Now they had _ befor< 
them a group of persons paying mone: 
into a central group for the benefit o 
that group. Now that, in substance an: 
in essence, is the same as insurance. 
don’t care whether it is technically calle: 
insurance or not. 

Senator Bailey: You took six case 
which I cited in my brief, in each « 
which the Supreme Court said that in 
surance was not commerce. Now, t: 
answer that you take a District of Co 
lumbia case relating to a Group c 
operative movement, and say that th 
Supreme Court said that that was com 
merce. That is your position. 

Mr. Biddle: Absolutely. “Grou; 
Health is a membership corporation en 
gaged in business or trade. Its cor 
porate activity is the consummation 0! 
the cooperative effort of its members 
to obtain for themselves and their fam- 
ilies medical service and hospitalization 
on a risk-sharing prepayment basis.” 

Senator Bailey: Suppose you arly 
your same mental process to the cases | 
cited; then you would say that the Su- 
preme Court held that insurance was 
not commerce, wouldn’t you ? 

Mr. Biddle: I have continually said 
that the Supreme Court never had a 
Federal statute before it. The Supreme 
Court held, as a matter of fact, that the 
state laws, the state licensing laws, the 
state insurance laws, did not contravene 
the interstate commerce clause 

Senator Bailey: I want to insert this: 
—and said on five different occasions 
that insurance is not commerce, but you 
ignored that. 

Mr. Biddle: I did not ignore that. I 
repeated the language of the court in 
each case, and I have said that that was 
dicta that it was unnecessary for the 
court to decide; that what the court 
had only before it were the state stat- 
utes, nor did they have the decisions in 
the labor cases before them which every- 
body knows have completely changed 
the law; there is no question about that. 
And this case after all, this Group in- 
surance case, was decided last year, and 
the other case was decided in 1869. 


New York Life vs. Deer Lodge 


Senator Bailey: I call your attention 
to the statement of the Supreme Court 
in New York Life Insurance vs. Deer 
Lodge County, which I cited in my state- 
ment here last week, to this effect: 

“To reverse the cases, therefore (that 
is, to hold as you are saying it should 
be held now), would require us to pro- 
mulgate a new rule of constitutional in- 
hibition upon the states and which would 
compel a change of their policy and a 
readjustment of their laws. Such re- 
sult necessarily urges against a change 
of decision.” 

Now that is the Supreme Court, and 
you may say it is obiter or whatever 
else you wish to say, but it is the Su- 
preme Court. 

Mr. Biddle: Well, after you have heard the 
other Supreme Court cases I think you wi 
agree that it is hardly an accurate statemen 
the law. . 

Senator Bailey: That is where you negotiate 
yourself into a constant attack upon the accuracy 
or the validity of Supreme Court decisions which 
have stretched over a period of sixty or seventy 
years, and so far you have cited nothing e» cpt 
a Circuit Court case and a District of Colu 
case to sustain you, 

Mr. Biddle: Well, I will cite these cases nd 
perhaps you will change your point of vie. 

Mr. Sumners: General, in the conclu ling 
sentence of the paragraph which you have just 
read the statement is made: “I suggest that this 
misconception is a deliberate creation ot the 
insurance companies to confuse the issues nd 
mask the real effect of this bill.” and then you 
state the real effect of the bill, “which to 
place the private empire of the insurance ©0™m 
panies beyond the reach of effective gov r- 
mental control.” 7 

Now is it the contention that the states do 
not have the power to control? 

Mr. Biddle: No. : 

Mr. Sumners: They don’t have it? 

Mr. Biddle: They do have it. ‘ 

Mr, Sumners: The state government a 
sort of government, isn’t it? 





es 


Mr. Biddle: Well, it depends on the te, 
I suppose. 

Mr. Sumners: Well, talking about go\°r 
mental power, and not how they exercis’ . 
You say that it puts it beyond the reac’ ° 
effective governmental control, That would on 


to me to be a statement that it puts it bi 
the reach of the most effective governme ta 
control which the states could exercise, hee." 
you are talking about effective, not non-effec'! 
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We insure them when they 
are one month old 
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Booklet Gives National 
Life California Link 


DATES BACK TO “GOLD RUSH” 


First Claims Paid 7 Company Were 
on Voyager to Pacific Coast, 
Booklet Says 





National Life of Vermont has issued 
a booklet of unusual human _ interest, 
bearing the title, “Pacific Permit,” and 
being “A romantic story of Vermont and 


California and the National Life Insur- 


ance Co.” in foreword the company 
says: 

ty: relationship between Vermont 
and California is almost as remote in 


net as the continent could make it, but 
in sentiment, as viewed by the National 
Life, the relationship is indeed, 
and of romantic historical interest.” _ 
The National Life began business in 
1850, the year California became a state, 
and the first death claim paid by the 
company was on life of a Vermonter 
who died at sea near California during 
that first year of company’s business. 
The company established itself de finitely 
with an agency in California in 1885. 


The “Gold Rush” 


4 at SC 


In 1848 gold was discovered in Cali- 

. ‘ i Op 
fornia and soon there was a “gold rush 
to the state. The first vessel to sail 


for California with passengers from the 
Atlantic seaboard was probably the bark 
“TW. Coffin,” from Boston on Decem- 
ber 8, 1848, and during the next two 
months nearly 11,000 persons — from 


the Eastern ports in 178 ships. * 1850 
many men were still going to ht gold 
fields of California from Vermont and 


other New England states. Practically 
from the beginning the National insured 
these voyagers, but charged at first an 
extra premium of 3%4% on the face of 
the policy. The permits issued included 
the Foss Horn, Panama and Nicaragua 
routes. In 1850 and subsequent years the 
National wrote 467 policies for $302,800 
containing such permits, 431 being term 
and 36 life policies. 
“Pacific Permit” 

On May 17, 1850, four months after 
company started, Rowland Allen of 
Ferrisburg, Vt., died on U. S. mail 
steamer “Oregon” off the port of San 
Diego, Cal., holding National’s policy 
No. 77 for $500, and making the com- 
pany’s first death loss. Notice of the 
claim was not received in Montpelier 
until the following July when the ninety- 
day notification period was waived and 
payment made to his widow atlhough it 
required the personal credit of some of 
the directors of the company to raise 
the funds. On Mr. Allen’s life was also 
a second policy of similar character for 
$500, which had been paid for by Nathan 
Lewis, and company also paid the full 
amount to Mr. Lewis. This second pol- 
icy was in effect “business insurance,” 
as Lewis had evidently loaned Allen 
$500 to help finance the California trip. 

Allen’s term policy would have been 
void, as he died upon the high seas, had 
it not had attached to it a “Pacific Per- 
mit” which for a payment of 34% extra 
premium made the company liable as it 
gave the “right to pass either by Cape 
Horn or Isthmus of Panama” during 
the voyage. In its booklet the National 
Life prints the full text of the Pacific 
Permit. 

About 10,000 Vermonters are now resi- 
dents of California. In the past ten years 


the National Life has paid more than 
$8,500,000 to policyholders and_ bene- 


ficiaries in California, and approximately 
$10,000,000 of its assets are now invested 


in California. 
At present time National Life main- 
tains a northern California agency in 


San Francisco, in charge of S. Carlisle 
Martin, and a Southern California agen- 
cy in charge of Walter J. Stoessel, Los 
Angeles. 





G. A. L’Estrange, vice president and 
agency director, Wisconsin National 
Life, has been elected president of the 


Oshkosh, Wis- 


Chamber of Commerce, 
consin., 





R. E. Bowden Made General 
American Vice President 














BOWDEN 


RIPLEY £. 


The election of Ripley E. Bowden as 
vice president of the General American 
Life, St. Louis, has been announced by 
Walter W. Head, president. Mr. Bow- 
den, who is head of the agency depart- 
ment of the company, will continue to 
be in full charge of Ordinary production. 

Educated at Virginia Military Institute 
and Centre College, Mr. Bowden en- 
tered the life insurance business as a 
personal producer immediately there- 
after, eventually becoming active in 
agency field organization. He joined the 
General American Life in 1938 as super- 


visor of agencies, and two years later 
was appointed supervisor of sales for 
the Group department. While serving 


in that capacity he was elevated to 
second vice president, the office he held 
from 1941 until his present election. 





FIDELITY MUTUAL’S 1943 GOAL 
President Roberts Announces Attain- 
ment of $400,000,000 of Insurance in 
Force Ahead of Schedule 

E. A. Roberts, president, Fidelity Mu- 
tual announced that the company had 
reached its 1943 goal of $400,000,000 of 
insurance in force well in advance of 
schedule. Attainment of the objective 
in October reflects the keen interest the 
company’s field forces hold for its Fall 
football contest—this year under way 
from October 11 to November 27. The 
football contest has become an annual 
event and is one of the most popular 
of the company’s contests. Agencies are 
grouped in eight leagues according to 
paid volume as of September 1. Each 
team plays each other team in_ its 
league, for a game covering a week— 
seven games in all. A composite scoring 
plan embodies yards of gain for sub- 
mitted and paid business. League win- 
ners—standing highest in games won— 
will later be guests at a victory dinner. 


MARKS 40TH ANNIVERSARY 

Fred S. Keegan, assistant secretary, 
National Life of Vermont, observed his 
fortieth anniversary with the company, 
last week. He received a silver platter 
inscribed in his honor, a basket of forty 
roses, and a book of two score letters of 
congratulation from company executives 
and agents. 





SUPERVISOR WANTED 


| have an opening for a progressive 
LIVE WIRE Life Insurance Supervisor for 


Midtown successful agency. 


Salary, overriding and personal produc- 
tion. Leads furnished. Opportunity knocks, 
so let's get together. Box 1486, The Eastern 
Underwriter, 41 Maiden Lane, New York 7, 
New York. 











Penn Mutual Courses 


(Continued from Page 1) 


to be selected by you without restriction, 
the number to be decided in future. 

“3. Pay your tuition in an approved 
CLU study course if you do not hold the 
designation. This offer must be accepted 
within one year of discharge, but is ap- 
plicable to men who have partially com- 
pleted the course and those who have 
not studied at all. 

“4. Put you through a special school 
either at the home office or at a center 
near your home town, paying all ex- 
penses. This offer will be available with- 
in six months of your discharge from 
service. 

“The school will comprise the following 
subjects, and others which may be added 
as our plans mature: 

a. Organized sales talks which re- 

cently have proved successful. 

b. New policies issued by the company 

since the war began. 

(1) Actuarial description 
(2) The need 

(3) The presentation 

c. Recent policy changes. 

d. Changes in underwriting rules. 

e. New sales promotion and Direct 

Mail plans. 

f. New programming ideas and forms. 

“We believe that such refresher train- 
ing will give you a comprehensive view 
of changes that have been made in com- 
pany procedure since the war began, re- 
emphasizing the purposes which we serve 
and thus enabling you to return to civil 
life in your home town fully equipped 
to continue service to your old policy- 
holders and to achieve more success as 
a salesman of new insurance. 

“This is an outline of our plans as 
they are now crystallized. Is there any- 
thing further that you can suggest that 
will be helpful to you? We want this 
plan to be materially improved, enlarged, 
perfected and all set to go by the time 
we hang up the bunting and lay out the 
mat with its inscription ‘Welcome Home’ 
—and may it be soon.” 


Men Welcome Plans 


Among a number of interesting an- 
swers to this letter, written by men in 
the service, was one from an air force 
private which said:—“I certainly thank 
my lucky stars for the life insurance 
business now more than ever. You may 
be interested to know that I am doing 
financial advisory work on wills, powers 
of attorney, insurance, allotments, etc. 
It is very interesting and the army, at 
least in our branch, leaves no stone un- 
turned doing a good job for these men. 
I have yet to interview a man who could 
not be helped in some way. If you have 
anything newly published for me_ to 
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study here, we do have a little 
time.” 

A lieutenant colonel of artillery wrote 
“IT am certainly glad to see that the 
company is going to do some rehabilita- 
tion when this mess is over. There will 
be a rather rough readjustment period 
for all of us. It is not only the financial 
picture that will be the obstacle but the 
mental conditioning that will have to be 
made. Many of us have been given re- 
sponsibilities which give a completely 
different scale and scope of operation. 
Working with several thousand men in- 
stead of one or a few you think of 
things in different terms and get a large- 
scale operation complex. However, all 
this has been interesting and we are 
probably getting a lot more experience 
out of it than we realize. 

“I like your outline and your plans. 
There is only one little idea I’d like to 
suggest, and that is comprehensive train- 
ing in prospecting, with emphasis on 
buyer contacts, personal introduction 
contacts, and prestige-building contacts. 
Perhaps the experience I have had here 
working on the staff has made me pres- 
tige contact minded.” 

From a navy lieutenant :—“I received 
the fine letter as to what the company 
is going to do for its underwriters when 
victory is ours. I think it is swell. It 
gives a fellow a great deal of satisfac- 
tion to know he has the company be- 
hind him.” 

A major in the air corps wrote :—“May 
I say how pleased I am to know of this 
definite plan for the boys in the service. 
I had given a great deal of thought to 
my return to the life insurance business 
and I was wondering how I would ad- 
just myself to the latest techniques and 
avail myself of the latest information. 
It is indeed gratifying to know that you 
have concrete plans for those men re- 
turning from the armed forces. I think 
the item of major importance is that of 
attending a school to reacquaint our- 
selves with the latest in sales promotion, 
underwriting, policy changes and sales 
promotion ideas. I’ll be looking forward 
to the time when all of us can return 
and rebuild our careers that were so 
interrupted.” 

From a navy ensign in the South 
Pacific:—“I know that I’ve gotten so 
far away from insurance since getting 
away out here that I'll need all th 
schooling your letter mentioned wh 
I get back.” 
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Correction 


In The Prudential announcement 01 
new Ordinary plans in The Eastern U 
derwriter, October 29, page 7, the second 
paragraph should read as follows: 

Double protection to sixty-five poli 
will be issued at ages fifteen to forty - 
five inclusive. It is a combination of 
whole life paid-up at sixty-five and ter 
to sixty-five in equal amounts, and w'! 
provide insurance protection prior to t 
policy anniversary nearest the insur¢ 
sixty-fifth birthday of twice the amo: 
provided thereafter. At the policy an: 
versary nearest the insured’s sixty-fi! 
birthday the policy will be fully paid- 
for one-half the initial amount. 
minimum initial amount of insuran 
written on this plan will be $2,000. 





A. J. Hummel, John Hancock, Wichit 
is an active director of the USO. 
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The Chairman of the Board Makes a Sale 


Hes the essence of dignity when he meets with his directors. 


He commands the respect, if not the awe, of his associates. 
These few may well be controlled by dignity and awe. 


But, in his family circle, in the privacy that is home, he dis- 
cards his austere manner and becomes the favorite of the whole 
family, young and old. Yes the chairman of the board knows how 
to handle people as individuals. A pity that he sometimes lets his 
definition of dignity influence his selection of advertising media. 


Somebody should tell him that though dignity and the austere 
manner may have their proper place, they can be out of place too 
... especially among his customers. They are made up of indi- 
viduals and families—families who get a kick out of vital, homey 
things—who read “the comics” every week. Yes, who love “the 
comics,” for their vitality and their human qualities. 


Customers, after all, are people. In Puck-The Comic Weekly 
they're following the weekly ups and downs of “Tillie The Toiler” 
or “Jiggs and Maggie’ —and then reading right on down the page 
through the message of some wise advertiser. They’re chuckling 
over “Donald Duck” and “The Katzenjammer Kids,” raising an 
eyebrow over Ripley’s tales, zooming along with ‘Flash Gordon” — 
AND—carrying that same attentiveness and interest on to the 
messages addressed to this amazingly receptive family market. 


When choosing a medium to carry your advertising message, 
whether selling or institutional, consider the following: 


1.. More people (men, women and children) read “the comics” 
than any other entertainment feature. 


2..Visibility and readership are tops because Puck-The Comic 
Weekly accepts only one advertisement to a page. 


3..Puck produces results. A leading dentifrice manufacturer 
used a single color page in 1933. Year after year for the past ten 
this advertiser has increased his schedule. Today he is one of the 
most consistent users of space in Puck-The Comic Weekly. 


Puck-The Comic Weekly is distributed to more than 6,000,000 
families through 15 great Sunday newspapers from coast to coast 
and is read by over 20,000,000 people—men, women and chil- 
dren. 


“The comics” are tops with growing children as well as adults, 
so sales minded executives with an eye to the future should ask 
to see and carefully consider Puck’s analysis of ‘Your Customers 
of Tomorrow,” a sound presentation chock-full of sales informa- 
tion. Puck-The Comic Weekly, 959 Eighth Avenue, New York— 
Hearst Building, Chicago. 
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I. W. LAFRENTZ’S HALF CENTURY 
WITH AMERICAN SURETY 

Fifty years ago Ferdinand W. Lafrentz 
joined the American Surety Co., and his 
entrance into that field turned out to be 
a most valuable acquisition, both to the 
company and to fidelity and suretyship. 
This anniversary was celebrated Mon- 
day night at a dinner attended by Amer- 
ican Surety representatives from all 
parts of the United States and Canada. 
It was a family affair. 

Few men have led so happy a life as 
has Mr. Lafrentz, have been a better 
citizen, have worth while 
things, have been a greater ornament to 
the business claiming major activities, 
have had wider interests. In every field 
which has claimed his attention he has 
won the esteem of his fellows; first, in 
the cattle country where after being ad- 
mitted to the bar he became a member 
of a territorial legislature; then, in the 
surety world which he entered through 
investigating a claim and where he be- 
came a leader in a field which had been 
chaotic and in which he reached the 
chairmanship of his company ; in account- 


done more 


ancy where he was one of the founders 
of the much-copied CPA movement; in 
the sphere of education as a trustee of 
Lincoln Memorial University which has 
educated so many young mountaineers in 
the Appalachian region; as a trustee of 
many associations and foundations; of 
the Lenox Hill Hospital; of sentimental 
societies close to his heart, such as the 
Oregon Trail Association or the Biblio- 
phile Society; of banks and other busi- 
ness institutions. 

Kindly, big-hearted, intensely sym- 
pathetic, the soul of integrity, his coun- 
sel has been sought by hundreds of 
people, many of them leaders in Greater 
New York. Companionship has been a 
strong factor in his life and no one more 
informal conversations with a 
small group of people, and there have 
been many groups. 


enjoys 


That a man of such personality and 
love of the humanities can reach the top 
in the field of business, and remain there 
over the years has many significances. 
One of them is that among the impera- 
tive potentials in the business, financial 
and insurance sector of the nation are 
character and honor. 





COMMENTS ON TAXATION 


The American Taxpayers Association 
calls the present method of taxing cor- 


porate incomes as unfair, saying that its 
inequity arises from the double taxation 
of corporate earnings paid out in dividends. 
First, the corporation pays 40% taxes on 
its earnings; then the individual pays both 
normal and mee on whatever portion 
of the same earnings he receives as div- 


idends. 


The association says that a tax which 
reduces dividends by half is in substance 
a 50% tax on stockholders’ income. It 
says the present normal income tax and 
surtax have nothing to do with individual 
capacity and are justifiable only as an 
excise tax for the privilege of doing busi- 
ness in corporate form, It finds that the 
tax rests with disproportionate severity 
upon stockholders with small incomes. 





PRUDENTIAL AND AMERICAN 
LIFE CONVENTION 

When Colonel Franklin D’Olier, presi- 
dent of the Prudential, recommended to 
the directors of the company that it 
join the American Life Convention he 
was making a request which was close 
to his heart. One of his most intimate 
friends for years was the late Col. 
Charles Burton Robbins, general man- 
ager of ALC. Their friendship was 
warm and of long standing. Colonel 
D’Olier is a past grand commander of 
the American Legion and Colonel Rob- 
bins was a state commander, and they 
saw eye to eye on many subjects. Col- 
onel D’Olier had long wanted to see the 
Prudential a member of the ALC, but 
this was not possible as ALC had a 
limitation on size of companies which 
might want to join its membership. 
Then it was decided not to have size 
as a consideration for new ALC mem- 
berships. At the last annual meeting 
of ALC in Chicago, Colonel D’Olier at- 
tended with a number of leading execu- 
tives of that company and it was felt 
then that within a short time the Pru- 
dential would join. At the Robbins me- 
morial hour in Chicago, Colonel D’Olier 
was one of the speakers, his tribute to 
the late ALC manager, leaving few eyes 
undimmed. 


Colonel D’Olier left 
with an application for the Prudential to 
sign if his directors gave approval, which 
they did immediately after it was pre- 
sented. If Colonel Robbins had been 
alive this acquisition in ALC member- 
ship would have given him particularly 
keen satisfaction. 


the convention 


























































































AUGUSTUS H. REEVE 
Augustus H. Reeve, casualty “advisory 


manager” of the Travelers in Philadel- 
phia, will celebrate his 78th birthday on 
Armistice Day. This milestone will be 
observed by the casualty fraternity of 
the city of which Mr. Reeve has been 
a prominent member for many years. 
Added significance is given to this birth- 
day anniversary because Mr. Reeve has 
been in the hospital for many months 
and is gradually convalescing at his 
home. Paying tribute this week to Mr. 
Reeve, Major Howard A. Giddings, vice 
president, Travelers, said: “He is our 
oldest casualty manager in years and 
length of service—with us in one city 
since he came to the Travelers on May 
1, 1904. Also, he is one of the best 
known Travelers casualty managers due 
to his impressive appearance, manner 
and background and his general ability 
and popularity.” 7 


Harris L. Wofford, manager of the 
Prudential Manhattan Ordinary Agency 
at 90 John Street, New York, has re- 
ceived word that his brother Allen H. 
Wofford has been promoted to captain. 
He is assistant to the commandant of 
cadets at the Coffeyville, Kans., Army 
Air Field. Capt. Wofford was in the 
life insurance business in Johnson City, 
Tenn., prior to his entering the Army. 
Mr. Wofford’s two other brothers are 
also captains in the Army. Capt, George 
T. Wofford, Jr.. was formerly manager 
of the Bond Department of the Pru- 
dential and is now with the Price Ad- 
justment Board engaged in the renego- 
tiation of contracts. Capt. Charles P 
Wofford who is serving with the Army 
Medical Corps somewhere in the North 
African area. Harris Wofford was in the 
last war and is now Vice Commander 
of the American Legion Post 52 at 
Scarsdale, N. Y 

* 

Allen May, president Mutual Savings 
Life, St. Louis, is chairman of the St. 
Louis Chamber of Commerce committee 
on the Missouri Constitutional Conven- 
tion now in session at Jefferson City. 
Purpose of the committee headed by 
Judge May is to present ideas before 
the convention and to stimulate and in- 
spire desire or desirable action on mat- 
ters which appropriately should be part 
of the state’s fundamental government 
document. 

* * * 

Ralph J. Walker, assistant actuary, 
Aetna Life, has been commissioned a 
lieutenant (jg) in the United States 
Naval Reserve and reported October 28 
for his indoctrination training at Fort 
Schuyler, New York. 


Time Photo Service 
S, Tt; WHATEEY 


S. T. Whatley, vice president of Aetna 
Life, who recently returned to his home 
in Hartford following an operation, has 
shown such recovery that he expects 
to attend the meetings in Chicago this 
month at Edgewater Beach Hotel of the 
Life Agency Officers Association and 
Bureau of Life Insurance Sales Research. 
He has always been one of the best 
liked executives attending those meet- 
ings. 

* * * 


Fred F. Volberding of Chicago, engi- 
neer at the Cook County Inspection Bu- 
reau, became an instructor in fire pro- 
tection engineering at Illinois Institute 
of Technology, November 3. A gradu- 
ate of the Institute’s department of fire 
protection engineering in 1924, Mr. Vol- 
berding will serve on a part-time basis 
at Illinois Tech. He will continue in his 
nosition at the Cook County Inspection 
Bureau. He begins his teaching duties 
at the opening of the second term in 
Illinois Tech’s wartime round-the-calen- 
dar schedule. 

* ok * 


John A. Black, Brainard & Black, gen- 
eral agents, United States Life, at 
Hawaii, visited the home office this week 
on a business trip. Mr. Black traveled 
by ship, leaving Honolulu about the 
middle of September, and arrived at a 
West Coast port after an uneventful trip 
of nine days across the Pacific. Due to 
war conditions, he took passage on a 
freighter which developed engine trouble 
on the first day and had to drop out of 
its protective convoy. However, minor 
repairs were soon made and they pro- 
ceeded to their destination without fur 


ther mishap. 
* * x 


Miss Emma Schoenlaub of Louisville, 
Ky., for several years connected with the 
Home of New York in the Louisville 
field office, and prior to that for some 
years with the former Chapman Insur- 
ance Agency as office manager, has been 
transferred to the Home’s office at Des 
Moines, Ia, 

* * x 


Isadore Samuels, general agent, New 
England Mutual Life, Denver, is chair- 
man of the Denver War Chest which is 
making a campaign to raise $1,474,000 f: 
aid of war service men and _ loc: 
charities. 


* * * 


W. F. Boylan, New York manager { 
the St. Paul Fire & Marine group, has 
been in conference with home offic: 
executives. the past week. 
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Hilles Chairman National War Fund 
Insurance Committee, Other 


Than Life 
Charles D. Hilles, resident manager 
of Employers’ Liability for New York 
State, is chairman of the insurance 
group of commerce and industry divi- 
sion, New York Committee of the Na- 
tional War Fund, with exception of life 
insurance. Other members of the com- 
mittee are Vincent Cullen, president Na- 
tional Surety, chairman casualty and 
surety group; Bernard M. Culver, pres- 
ident America Fore, chairman of fire 
insurance group; William D. Winter, 
president Atlantic Mutual, chairman of 
marine insurance group; Laurence S. 
Kennedy, vice president Marsh & Mc- 
Lennan, chairman of insurance brokers 
group, and Cecil F. Shallcross, U. S. 
manager of North British & Mercantile. 
As a result of the formation of the 
National War Fund, more than a hun- 
dred agencies have been merged into 
seventeen, with the result that much of 
the executive overhead has been elimi- 
nated as well as the confusion in the 
public mind as to which agencies to 
support and to what extent. 
3efore the coordination brought about 
by the National War Fund, the agen- 
cies, in some instances, had been du- 
plicating each other’s work and raising 
money for future needs at a time when 
the immediate needs of certain coun- 
tries should have had “priority” call on 
the purses of the American public. There 
was also the problem, from a_ fund- 
raising point of view, of competition for 
gifts and volunteer workers at a time 
when all of them faced a man-power 
snortage. 
This situation, through the federation 
of seventeen member agencies of the 
National War Fund for fund-raising pur- 
oses, has been clarified. The National 
War Fund, in effect, is the application 
i the American principle of unity, a 
hilanthropic federation which under a 
single banner and in a single campaign 
inites the fund-raisine activities of sev- 
‘teen major war-related agencies. 
"hrough this unified once-for-all once- 
-vear gift payment plan, contributors 
will be given a year’s “immunity” from 
ultiple appeals by the various agen- 
cies. A receipt will be given to every 
ntributor and a record of the same 
ll be kept at headuarters, thereby 
minating the problem of endless ap- 
cals and demands upon contributors’ 
nerosity, 
\n army of 150,000 volunteer workers 
rving in more than 200 major divisions 
i sub-divisions will endeavor to ob- 
in in New York City alone some 2,- 
0,000 separate gifts from individuals, 
rporations, employee groups, clubs, so- 
cties and organizations. It is estimat- 
‘(| that the contributions will enable 
e War Fund member agencies to pro- 
de a helping, friendly hand to more 
‘an 60,000,000 people here and abroad— 
‘ren and women of our own military and 
‘aval forces, and the men, women and 
hildren victims of war in the devastated 


ind occupied nations overrun by the in- 
ider, 























The National War Fund, characterized 
as “the greatest humanitarian effort in 
the history of American philanthropy,” 
will help materially to shorten the war 
by bolstering the morale of our own 
fighting forces and that of our allies. 
In terms of human salvage and morale, 
it has been stated, the amount of good 
done will far outweigh the dollars that 
are given. By strengthening our friends 
everywhere, we weaken our enemies 
everywhere, and thereby contribute 
toward winning and shortening the war. 

The member agencies of the National 
War Fund include USO, United Sea- 
men’s Service, War Prisoners Aid, Refu- 
eee Relief Trustees, U. S. Committee 
for Care of European Children, and the 
Belgian, British, China, Czechoslovak, 
Dutch, French, Greek, Luxembourg, Nor- 
wegian, Polish, Russian and Yugoslav 
Relief. 

x * x 


C. V. Starr Publishes Paper in 
Free China 


Cornelius V. Starr, head of American 
International Underwriters Corporation, 
handling general insurance world-wide, 
and former head of an unusually large 
iisurance organization covering the Far 
trast, with headquarters in Shanghai, is 
president of the Shanghai Evening Post 
and Mercury which started printing in 
China again a few days ago. According 
to the Associated Press the paper is 
being printed in Chungking in a dugout 
on presses brought there from Hangkow, 
and it will be an eight-page, hand-set 
weekly tabloid. Extra copies also are 
being printed for free distribution to 
American forces in China. 

The Chinese rebirth of the paper, this 
time in much-bombed Chungking, head- 
quarters of the Chinese Generalissimo 
fighting the Japs, adds another chapter 
to dramatic wartime journalism. 

When Mr. Starr was living in Shang- 
hai he started the Evening Post and 
Mercury. The paper got along well until 
the Japs captured Shanghai and impris- 
oned members of the staff. One of the 
staff imprisoned by the Japs was Fred- 
erick B. Opper of New Rochelle, N. Y., 
who was later repatriated and came to 
New York. 

When Mr. Starr was living in Shang- 
hai he started the Evening Post and 
Mercury there, a very much live-wire 
sheet edited by Randall Gould and Fred- 
erick B. Opper. The paper got along 
well until the Japs took over Shanghai 
and imprisoned some members of the 
staff, including Mr. Opper. The latter 
was repatriated and joined Mr. Gould 
in New York. 

Starr decided to publish an American 
edition of Shanghai Evening Post and 
Mercury and it has been coming out for 
some months, with Randall Gould as ed- 
itor and Mr. Opper as associate editor. 
Published in New York, it has a wide 
circle of readers. 

Starr decided some time ago that he 
would start another Chinese edition of 
the paper and he has now made good 
on his promise. Gould and Opper 


reached Chungking and started planning 
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its appearance. It is being edited by 
Opper. Gould plans to return to the 
United States soon. 

* * * 


Three From Insurance on Legion’s 
Post-War Planning Commission 


Three names well known in insurance 
business are on the American Legion’s 
newly appointed post-war planning com- 
mission, which has fifteen members. The 
three affiliated with insurance are Louis 
A. Johnson, chairman of the commis- 
sion; Frank N. Belgrano, Jr., and Ray 
Murphy, all past national commanders 
of the Legion. 

Mr. Johnson, former Under Secretary 
of War, and a lawyer in West Virginia 
and New York, has many insurance 
clients, including National Board of Fire 
Underwriters. Mr. Belgrano is chair- 
man of Pacific National Fire, San Fran- 
cisco, and Mr. Murphy is assistant man- 
ager, Association of Casualt- & Surety 
Executives. Among other members of 
the commission are the Governors of 
Massachusetts, Nebraska and Tennes- 
see, and Ju7n Trinpe, president of Pan- 
American Airways. 

The Commission on Post-War Amer- 
ica was originally authorized by the 
national executive committee of Amer- 
ican Legion which adopted a resolution 
reading in part: 

“Whereas, it is deemed advisable that 
a most complete study be made of post- 
war America and all of the problems 
which will face our nation when victory 
is won, and in order that such informa- 
tion may be available to the officers 
and executive committee of the Ameri- 
can Legion for their guidance and as- 
sistance in formulating programs and 
policies that will protect and preserve 
our American democracy; now, there- 
fore, be it 

“Resolved, that the National Com- 
mander appoint a commission on post- 
war America,” etc. 

The term of office of each member 
of the commission is for five years. The 
commission is making a close study of 
“Demobilization and Readjustment, a re- 
nort of the Conference on Post-war 
Readjustment of Civilian and Military 
Personnel, issued by National Resources 
Planning Board. The members of the 
conference included authorities from the 
armed forces, Veterans Administration, 
War Manpower Commission and other 
related agencies. Chairman of the Na- 
tional Resources Planning Board is 
Frederick A. Delano. Chairman of the 
Conference on Post-war Readjustment 
was Dr. Floyd W. Reeves. 

The conference recommended that de- 
mobilization be as rapid and complete 
as is consistent with national security 
at the given time, but it also emphasized 
the importance of orderly as well as ex- 
peditious demobilization. 

“It is also important to hasten the 
time of mustering out, but also impor- 
tant to provide for readjustment from 
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nulitary to civilian life as rapidly and 
smoothly as possible,” the conference re- 
port said. “We want not only to get 
men out of the armed services; we 
want also to get them into the peace 
services where their skills and abilities 
can be fully recognized, utilized and re- 
warded. They must not be put in the 
position of rescuing the world from the 
grasp of aggression only to return to a 
world in which they cannot find their 
place and their opportunity. 
“Responsibility for the placement in 
industry of ex-service men has already 
been devolved upon the Reemployment 
Division of the Selective Service Sys- 
tem under the Selective Service Act; 
and to the extent that this provision is 
applicable it will be helpful. But many 
men entered the army without previous 
regular employment. In other instances, 
in the general reorganization and shuf- 
fling around of business, their original 
jobs may not be easy to locate or may 
not exist. Nor can there be any guar- 
antee that the particular job will be a 
continuous job, regardless of employ- 
ment conditions. It is therefore neces- 
sary to consider how this provision may 
be supplemented and full employment 
as well as other guarantees of security 


be established. 
* * * 


James J. Hoey Awards 

Philip Murray, president of Congress 
of Industrial Organizations, and Ralph 
H. Metcalfe, director of mobile units 
of the United Service Organizations, 
have received the 1943 James J. Hoey 
awards for interracial justice from the 
Catholic Interracial Council. The awards 
were presented by the Very Rev. Ed- 
ward H. Moore, pastor of the Old Saint 
Peter’s Roman Catholic Church, who 
represented Archbishop Francis J. Spell- 
man. 

The late James J. Hoey was president 
of Hoey & Ellison, now Hoey, Ellison 
& Frost, Inc., a leading New York City 
insurance agency, and of Hoey & EIlli- 
son Life Agency, Inc., general agents 
here, Equitable Life of Iowa. Mr. Hoey 
was one of the principal figures in the 
Democratic party of Greater New York, 
a former Deputy Insurance Superin- 
tendent, and was Collector of Internal 


Revenue. 
* * * 


French Reinsurance Co. Appoints 
London Manager 

One result of the lifting of the Trad- 
ing with the Enemy Act as far as North 
Africa is concerned, says Insurance Post 
of London, is appointment of B. W. 
Noble, Ltd., as London managers of 
Societe Nord Africaine de Reassur- 
ances. This company was formed early 
in 1941 by Jean Claverie, well-known 
figure in French insurance concerns. He 
will be managing director. 

The Allied occupation in November, 


(Continued on Page 42) 














November 5, 1943 








Rep. Hancock Replies 
To Charges by Biddle 


HEARING HELD IN. IN WASHINGTON 
McKittrick and O’Mahoney Oppose 
Congressional Insurance Bills; Ex- 
cerpts from Hancock Statement 


Clarence E. Hancock, 
Syracuse, N. Y., sponsor of the Bailey- 
Van Nuys bill in the House, effectively 
replied on Wednesday before the Sen- 
ate Judiciary Committee in Washington 
to the charges against fire insurance 
made last week by Attorney General 
Biddle. Opposing the bill this week 
were Senator Joseph C. O’Mahoney of 
Wyoming. W. Berge, Justice Dept., 
and Attorney General "Roy McKittrick 
of Missouri who has been gunning un- 
successfully for the fire companies’ hides 
for several years. He advocated Fed- 
eral control to curb “the bad practices 
of the insurance companies.” 
Hancock Statement 

Following are pertinent excerpts from 
Congressman Hancock’s statement: 

“We do not concur in the view of the 
\ttorney General that the bills are di- 
rected to ousting the Supreme Court 
from jurisdiction to hear a pending ap- 
peal, nor do we see any ground in the 
language of the bills warranting any 
such conclusion. 

“The bills, if enacted, will not pre- 
clude a determination of constitutional 
power by the Supreme Court; but they 
are designed to make clear the desire 
of Congress that the regulation of in- 
surance by the states continue with the 
even though the Supreme Court 
may hereafter reverse prior decisions 
and hold that Congress itself has the 
power to regulate insurance as com- 
merce. 

“If the long line of Supreme Court 
decisions is not reversed then the Sher- 
man and Clayton Acts are not applica- 
ble to insurance because insurance is 
not commerce. If those decisions are 
reversed then, nevertheless, the states 
may at the sufferance of Congress con- 
tinue to regulate—but not if their regu- 
lation conflicts with the provisions of 
Federal statutes—and the continuance of 
state regulation, in any event, is the 
purpose of the bills. 

“The Attorney General admits that 
these Supreme Court decisions uphold 
the rights of the states to regulate in- 
surance; but he contends that such up- 
holding of state regulation does not 
mean that the Federal Government can- 
not also regulate. Such a contention is 
contrary to the expressed language of 
the Supreme Court when it held in sub- 
stance that a reversal of those decisions 
would destroy state regulation and re- 
quire the promulgation of a new body 
of laws. 

“Admittedly, insurance is affected with 
a public interest which requires regula- 
tion, and we reiterate that the sole pur- 
pose and effect of the bills would be to 
preserve beyond question state regula- 
tion. 

“The enactment of the bills will sim- 
ply preserve the status quo of state reg- 
ulation and continue its effectiveness 
even though the Supreme Court should 
hereafter reverse its long standing de- 
cisions. 

‘Briefly we cannot 
terpretation of judicial 
vanced by the Attorney 
can we concur in the 
placed by the Attorney General upon 
state regulatory statutes. However, it 
seems to us that accord or lack of ac- 
cord on that subject is not material, for 
it is our view that the intention of Con- 
cress is to leave the matter of regula- 
tion to the states and not to interfere. 

“The adequacy or inadequacy of state 


Representative 


states, 


concur in the in- 
decisions ad- 
General. Nor 
interpretation 


regulation does not to our mind have 
any real bearing upon the bills in ques- 
tion. We believe that the power of ‘the 
states to regulate is ample, and that 
whether or not they have exercised that 
power to the fullest extent or as the 
Attorney General feels that they should 
exercise it is not a material factor to be 
considered by Congress. 

“At page 24 of the typed statement of 
the Attorney General, he asserts ‘there 
is no control whatsoever exercised over 
fire insurance rates by twenty-five 
states. He names these twenty-five 
states to which he refers. It seems to 
us that an examination of the laws of 
those states does not support the asser- 
tion made. 

“We want to make clear that in point- 
ing out the oversight of the Attorney 
General, we by no means recede from 
our view that adequacy or inadequacy 
of state regulation is immaterial to con- 
sideration of the proposed bills. In in- 
terpreting the Sherman and Clayton 
Acts and the proposed bills, the Attorney 
General often referred to the bills as 
giving a privileged exemption to a vast 
business within their purview. It does 
not seem to us that this contention can 
be sustained. 

“It does seem to us, that 
of insurance calls for uniformity and 
regulation of competition rather than 
unrestricted competition. Adequacy of 
rates is of even more importance than 
low rates. 

“The Attorney General has gone into 
detail in setting forth the background 
for the Atlanta prosecution. He _ has 
referred to certain complaints made to 
him but he has made no observations 
as to the correctness of the facts stated 
in those complaints. When we consider 
the millions of policyholders, it seems to 
us that such complaints are relatively 
few. 

Federal Rate Making Would Not Be 
Scientific 

“The Attorney General quotes a 
former insurance commissioner of the 
State of New York as having stated that 
rate making can not be scientific. We 
agree that it can not be absolutely per- 
fect and scientific but we are not in- 
clined to say that it can be more scien- 
tific when undertaken by a Federal than 
when undertaken by a state bureau. 

“The Attorney General has stated 
that the stock fire insurance companies 
monopolize the business. I wish to 
point out that he himself admits that 
there are approximately 350 stock com- 
panies and yet only some 200 are in- 
volved in the associations of which he 
complains. In addition, I am reliably 
informed that there are some 3,500 mu- 
tual companies. It seems difficult, there- 
fore, to visualize a monopoly. It seems 
to me pertinent to point out that there 
is a distinct difference between a throt- 
tling monopoly, in the ordinary sense, 
and an accord between certain comna- 
nies where the purpose of the accord is 
clearly to afford better and more com- 
plete protection to the public. 

“An examination of published reports 
will not substantiate this statement, for 
the rates in those twenty-five states ap- 
pear to be approximately on a level not 
only with the average rate but with the 
rates in states in which the Attorney 
General admits there is adequate regu- 
lation. Of course, there are some dif- 
ferences but this is only to be expected 
as coming from differences in local con- 
ditions.” 

Take Issue With McKittrick 

Members of the committee many times 
took issue with McKittrick and ques- 
tioned closely as to whether sovereign 
powers of Missouri are not fully ade- 
quate to control entrance and operations 
of companies and agents. He stated he 
will file mandamus suit against Missouri 

(Continued on Page 32) 


the nature 


Perkins and Kendall on 
Legislation for Agents 


SPEAK TO N. H. ASSOCIATION 


Maine Commissioner Says NAIA Should 
Define Public Relations Purposes; 
Kendall Scores Companies 

The question of legislation to improve 
agency standards featured the talks 
made before the New Hampshire Asso- 
ciation of Insurance Agents at Man- 
chester, November 2, by Insurance Com- 
missioner Alfred W. Perkins of Maine 
and Kennett R. Kendall, Rochester, 
president of the association. 

Commissioner Perkins expressed the 
opinion that limited licenses as proposed 
by a sub-committee of the National 
Association of Insurance Agents, are not 
practical and he opposed enactment of 
countersignature laws. Mr. Kendall dealt 
specifically with the licensing of garage 
dealers and the unsuccessful efforts of 
the association to secure enactment of 
the “part time agents’ bill.” 

“T, personally,” Mr. Perkins said, 
not believe that limited licenses are hes 
tical for the reason that it would be im- 
possible to control the business written 
by an agent having a limited license. A 
limited license means that an agent can 
only write one type of insurance. I fear 
the tendency of such an agent branch- 
ing out into other fields without being 
qualified and I know of no way of pre- 
venting such a condition. We were 
asked in Maine last year to issue a 
limited license for a certain group of 
individuals, and we turned the applica- 
tions down on the premise that our De- 
partment could not police the affairs of 
such individuals in the insurance busi- 
ness.” 

Countersignature Laws 

On the question of countersignature 
laws, Mr. Perkins pointed out that many 
states have enacted such laws and said: 

“T am one who does not believe in 
statutory requirements for countersig- 
nature because this great industry of 
insurance is subject to many changes 
which could easily make a statutory re- 
dauirement obsolete. We also know how 
hard it is to get a requirement changed 
once it becomes statutory. At present 
the National Association of Insurance 
Commissioners is working on a proposed 
uniform countersignature law. I am 
sure that this law will be of a broad 
nature, and will not attempt to confine 
or place in a straight-jacket specific per- 
centages which must be followed. The 
requirements differ by states; any pro- 
posed law should be as broad as pos- 
sible. 

“After this war is over, there will be 
a great expansion in insurance not only 
throughout this country, but also 
throughout the entire world. I believe 
wherever you find American capital you 
will also find insurance in American 
companies. It can be seen that the 
question of countersignature will be of 
great importance, especially in the cas- 
ualty field. Let us not discuss this sub- 
ject lightly.” 

On the question of improving the 
agents’ standing in their communities 
through better public relations, Mr. 
Perkins spoke of the program of the 
National Association of Insurance 
Agents, and said: : 

“T do not believe that there are any 
of us in the insurance business who do 
not feel that there is a definite need 
for the improvement of present rela- 
tions with the public. However, I hope 
that the National Association will clear- 
ly define the purposes for which the 
money has been raised, otherwise the 
agents may find themselves in an em- 
barrassing position and they may be 
severely criticized by unthinking people 
as to the purposes for which this money 
will be used 

“‘T believe the National Association 
now has an opportunity to contribute 
something very worth while to the 
furtherance of insurance. However, as 
yet I have not seen a clear definition of 
what this money is to be used for, I 
trust that in the near future the asso- 
ciation may see fit to give to the public 


and to the state agents’ associations 4 
clear picture of what they are attem; 


ing to do.” 
Federal Trends 


On the subject of Federal trends, M-. 
Perkins touched on the following d 
velopments: 

The Treasury Department ruling th 
total commissions paid this year sh 
rot be greater than paid the precedin 
year does not now affect agents who ar 
called private contractors, but there 
a movement afoot to place agents und 
social security, in which case the courts 
may define insurance agents as under 
the employer-employe status. 

There is a definite tendency to attempt 
to change the words “free enterprise” 
to “restricted enterprise.” The Wagner 
bill would increase social security to 
such an extent as to add more than 
$15,000,000,000 per year to the tax burden 
and would definitely restrict the insur- 
ance written by accident and_ health 
companies. 

The Lea bill would forbid the com- 
panies writing certain airplane insur- 
ance coverage. “When we consider that 
after this war the airplane industry will 
become one of the largest in the coun- 
try,” the Commissioner said, “we should 
view with some degree of alarm the fact 
that the Federal Government is attempt- 
ing to restrict insurance business in 
this line of endeavor.” 

Weight on Surety Companies 

Surety companies are feeling the 
weight of proposed Federal legislation in 
the McCarran bill which would set up 
a Federal bureau to write fidelity bonds 
on Government employes — coverage 
which is available through private com- 
panies. “To my knowledge,” Mr. Per- 
kins said, “there is no reason for Fed- 
eral legislation on this subject outside 
the fact that it would create another 
bureau for the running expenses of 
which our public would be taxed.” 

Mr. Perkins said the Justice Depart- 
ment’s interest in the anti-trust case is 
probably based on the fact that the in- 
surance industry will expand greatly 
after the present war and “it would be 
a nice plum for a Federal bureau to 
have dropped in its lap.” 

He said he finds Attorney General 
Biddle has little regard for state regu- 
lation and continued: 

“T wonder how much regard the At- 
torney General feels the general public 
has for many of his Federal bureaus. 
You cannot discuss any subject on the 
street today without hearing criticism 
of some Federal bureau. I have yet to 
be stopped on the street, however, and 
listen to a criticism of a manner in 
which insurance is being regulated by 
the several states.” 

Kendall Scores Companies 

Mr. Kendall scored insurance company 
interests for failure to support the New 
Hampshire part time agents’ bill after 
it had been amended so as to eliminate 
objections to the original bill, which had 
not only provided that an applicant 
would not be eligible for a license for 
the purpose of writing insurance on lis 
own or his employers property, but 
specified that he must be an agent ot 
a company organized under the laws ot 
New Hampshire. It was proposed in re- 
sponse to a motion of the executive com- 
mittee that active opposition should be 
taken against licensing garage owners 
by the Motors Insurance Corp. 

“On the surface,” he said, “it 
not the General Motors’ interests or 
finance company’s interests that opt 
the agents. It was the National B 
of Fire Underwriters and in the b« 
ning, the Association of Casualty 
Surety Executives. The vicious 
malicious rumors that were circu 
through the state were without grou 
The New Hampshire Association ©! 
surance Agents to my knowledge 
never been a party to anything bu 
support of the right principles in 
insurance business.” : 

Mr. Kendall said it was recogn 
that the bill originally was noorly wo! 
but that the National Board did 
attempt to cooperate with the agent 
improving the measure, while the 
ualty executives’ association took 
broader viewpoint. 
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While making a strong appeal for 

ore comprehensive coverages in the 

iland marine field, Vice President D. C. 
owersock of the Providence Washing- 

mn and head of the marine department, 
this week took to task the Joint Com- 
ittee on Interpretation of Inland Ma- 
ne Underwriting Powers for making 
hat he termed “restrictive rather than 
xpansive rulings.” He spoke before the 
annual meeting of the New Hampshire 
\ssociation of Insurance Agents at Man- 
chester on Tuesday and told the agents 
that in “recent years very few new (in- 
land marine) covers have been offered 
to the public at large.” 

When the inland marine nationwide 
definition was formulated some years 
avo “there were many,” said Mr. Bow- 
ersock, “who were hopeful the Joint 
Committee would provide ‘a channel for 
the reasonable development of new com- 
prehensive contracts. * * * Many of their 
decisions have been in the negative and, 
in fact, we have had instances where 
the committee concluded to prohibit the 
writing of certain classes ot insurance 
in states where by law a company might 
justly claim its right to provide such 
coverage.” 

The time has come, said Mr. Bower- 
sock, when thought is being given to 
more comprehensive policies, even “all 
risk” coverages where feasible. He said 
he referred to “the type of contract the 
inland marine market has been encour- 
aging, a cover that places the unusual 
type of loss on the broad shoulders of 
the insurance company and not in the 
slot between two named perils.” Ex- 
perience has demonstrated the obvious 
advantages of the “truly comprehensive 
contract,” Mr. Bowersock stated, and 
continued in part as follows: 


Many Advantages of Broad Policies 


“1, The broadening of the coverage 
simplifies the understanding of the con- 
tract by the purchaser and thus enables 
him to buy protection more understand- 
ingly. 

“2, Broad policies eliminate the ne- 
cessity of assured constantly keeping in 
mind the exact technical meaning of a 
group of individual contracts having 
many variations and reduces the hand- 
ling expense on the part of the buyer, 
the seller, and the companies. 

“3. In the many cases where so-called 
‘all risk’ forms can be issued, an as- 
sured is certain that all losses are cov- 
ered except those which have been 
clearly excluded by the use of language 
entirely comprehensible to him. 

“4. These forms are flexible and can 
be made to conform to the individual 
requirements of the buyer. 

“5. Broadened forms of insurance have 
sales appeal, thus giving an opportunity 
to improve the already excellent record 
of insurance agents and brokers in pro- 
viding protection to the buying public. 

‘6. One of the most important advan- 
tages is a broad ‘all risk’ policy can be 
sold more cheaply than the available in- 
dividual contracts providing less cover- 
age. Recently as a member of a buy- 
ers’ organization, I had sent to me ex- 
tracts from letters received from large 
purchasers of insurance. I was particu- 
laily impressed with the fact one buyer 
aller explaining his company had re- 
ceitly reviewed their insurance problem 
Stated, ‘as a consequence, we have be- 
ccine convinced that there is a big op- 
pc-tunity to lessen the burden of super- 
vising the insurance portfolio by the 
acoption of more simplified and com- 
Prchensive all risks policies, and we 
Would like to offer the suggestion that 
ths problem of streamlining insurance, 
sc to speak, might well be a topic to be 
ta.en up at your meeting.’ 

How Can Changes Be Made Safely 


The question next arises as to how 
Cali we proceed to obtain this utopian 
goal? To drop the bars separating one 
class of insurance from another would 








Bowersock Says Insurance Must Meet 
Call for More Comprehensive Forms 


result in a mad scramble fer business 
with underwriters delving into fields in 
which they have no experience and the 
result would be, I fear, chaos. To launch 
upon such a program would injure and 
possibly destroy a portion of the insur- 
ance market and certainly would leave 
a very unfortunate feeling in the minds 
of insurance buyers, who had suffered 
as a result of such chaos. 

“The obvious answer to this problem 
is for the agents, Insurance Departments 
and companies to use their ingenuity in 
providing a channel through which new 
ferms of insurance can be handled sub- 
ject to reasonable controls. I would like 
to suggest one proper channel for such 
a development is the inland marine de- 
partments of the companies. In making 
this suggestion I am not overlooking the 
fact that there are a few organizations 
today which do not have the facilities 
for the writing of inland marine insur- 
ance, but I cannot believe anyone would 
oppose the establishment of some 
scheme which would permit those com- 
panies to share in this activity under 
proper safeguards. 

“To unfold this idea in an orderly 


manner, I would suggest the following 
procedure: 

“The laws of those states which are 
restricted or ambiguous as to the writ- 
ing powers of marine companies be 
amended to grant authority at least 
equal to that provided by the laws of 
the more progressive states. These laws 
should further contain a provision au- 
thorizing the writing of new classes of 
business by the inland marine depart- 
ments of companies in any state when 
properly approved by the Insurance De- 
partment of that state. The companies 
should then sign a voluntary agreement 
to write only such new classes of busi- 
ness in their inland marine departments 
as have been authorized by states and 
to submit to a committee representing 
the signatories to the agreement any 
new forms of insurance, which in the 
opinion of the submitting company 
should be sold to the public at large. 

Representative Committee Needed 

“If we are to approach this problem 
in a liberal manner it will at once be- 
come apparent such a committee should 
be truly representative of our business 
as a whole and not of divisions thereof. 
By this, | mean, instead of having indi- 
vidual representatives on the committee 
reflecting the underwriting views and 
desires of casualty companies, marine 
and fire departments, we would do bet- 
ter to have representation by groups, 
that is individuals on the committee rep- 
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Our Seventieth cAnniversary 
1873 to 1943 


N 1873, in the days when the stately square-riggers sailed 
from Boston Harbor to all parts of the world, this Company 
was incorporated to write Marine Insurance under the name 
of the Boston Marine Insurance Company. It was authorized 
to write Fire Insurance in 1886, and the name was changed to 


Boston Insurance Company. 


In 1902, this Company wrote 


the first Automobile policy ever issued in this country. Since 
then many new lines have been added in Fire, Marine, 
Automobile and Inland Marine coverages. 


HROUGH the years the Company has continued to expand 
on the principle of its New England founders — conserva- 
tive growth backed by sound financial strength. 


Boston Jusurance Company 


87 Kilby Street, Boston, Massachusetts 


* Drawing from the model at Pilgrim Hall, Plymouth, Massachusetts 











D. C. BOWERSOCK 


resenting fire, casualty, and marine 
groups of companies also of fire and 
marine groups and finally, but by no 
means least, representatives of smarine 
only offices who enjoy sole underwriting 
powers for one or more companies. The 
duty of this committee would be to ap- 
prove of the writing of classes sub- 
mitted to it providing such classes of 
business meet certain basic requirements 
demonstrating a real buyer’s need. 

“In making this suggestion | am not 
overlooking the tremendous burden 
which would be placed upon such a com- 
mittee. I am also not overlooking what 
will be the result of the failure of this 
or some other scheme to meet present 
buyer’s needs. If we insist upon a ‘do 
nothing’ attitude because the problem 
confronting us is one we think cannot 
be readily solved, we will then be forced 
into the ridiculous position of fighting 
against meeting the needs of the buying 
public in a liberal way and await a time 
when pressure will cause a change of 
titanic proportions that might well de- 
stroy the insurance structure as we have 
known it. 

“So many of the problems confronting 
the world today are clear as to the prin- 
ciple but nebulous as to the procedure 
which should be followed if the desired 
goal is to be reached. No such problem 
confronts us here. Buyers are asking 
for our cooperation. The market is 
available in practically all insurance 
company groups and can be provided 
for all. Our only real problem is that 
of transferring in an orderly way indi- 
vidual classes of business as a part of a 
broad contract from one or more groups 
of underwriters to another group con- 
trolled in most cases by the same man- 
agement. 

“May I suggest the wisdom of agent’s 
associations such as yours giving con- 
sideration to this subject with the 
thought that by joint action of pro- 
ducers, Insurance Departments oi the 
various states and companies, we in the 
insurance business find a means of meet- 
ing the true needs of buyers in a man- 
ner that is constructive, flexible, and at 
the same time sound.” 





Warren G. Reiner Opens 
Own Agency in Newark, N. J. 


Warren, G. Reiner, vice president and 
manager of the insurance department of 
the Cronheim Agency of Newark, N. J., 
since 1934, has established his own agen- 
cy at 31 Clinton Street. He has been 
in insurance nearly twenty-five years, 
starting in Philadelphia with the Frank- 
lin Fire. His next post was assistant 
special agent for the Fireman’s Fund. 
Later he joined the Albert M. Green- 
field Co. as manager of the insurance 
department. 





The Middlesex County, N. J., Associa- 
tion of Insurance Agents will meet on 
November 8 in Oak Hill Manor, Metuch- 
en. Charles Ohlott is in charge of the 
program. 
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With travel restrictions and the help shortage, 
agents find it increasingly difficult to operate their 
offices normally and to make usual personal calls 
on clients and prospects; nevertheless, they must 
bend every effort to hold old and produce new 
business in order to assure continued healthy 
growth. Some effective substitute for personal con- 
tacts therefore must be devised for the duration. 


That's where Direct-Mail Advertising comes in. 
You can make a “DIRECT HIT with Direct-Mail 
Advertising.” Many agents are utilizing it as a 
panacea for agency production and service ills. 


Our Advertising Department has specialized in 
Direct-Mail upwards of twenty years, and you are 
cordially invited to ask about our Monthly Mail- 
ing Plan, Postal Card Series, Survey and Analysis 
Plan, and other facilities. 





THE PENNSYLVANIA FIRE INSURANCE COMPANY 


THE COMMONWEALTH INSURANCE COMPANY 
OF NEW YORK 


THE MERCANTILE INSURANCE COMPANY OF AMERICA 
THE HOMELAND INSURANCE COMPANY OF AMERICA 


Writing Fire, Ocean & Inland rare) 
Automobile and ALL Kindred Lines 


150 WILLIAM STREET, NEW YORK 8, N. Y. 


New York ¢ Philadelphia * Boston * Detroit * Chicago * San Francisco 











Beling Offers Agents Suggestions 
For Improving Office Managemen: 


Royal-Liverpool Executive Talks to New Hampshire Agen:s 
On Selling Plans, Employe Service to Customers, Office 
Arrangement, Files, Line Records, Accounting 


Ten ways in which agents may im- 
prove the management efficiency of their 
offices were outlined by Oscar Beling, 
superintendent of the agency systems 
department of the  Royal-Liverpool 
Groups, in a talk made before the an- 
nual meeting of the New Hampshire 
Association of Insurance Agents in 
Manchester on Tuesday. Careful study 
of all the operations which go on in- 
side the door of an agency is needed 


OSCAR BELING 


today, he said, and likewise the agency 
which puts its house in order now will 
have so much less difficulty in coping 
with tomorrow’s new problems. 

Mr. Beling’s valuable suggestions, 
based upon many years of research and 
visiting agents all over the country, fol- 
low in part: 

Sales Planning 


“First, we have the question of sales 
planning. The plan for each office will 
naturally follow the requirements of 
that office and the type of business and 
clientele. While no standardized formula 
for selling can be applied to every agen- 
cy, it is recognized that the modern 
tendency is toward developing a com- 
plete plan of protection for every worth- 
while account. 

“The sales meeting is the next item. 
Production meetings are not necessarily 
limited to the larger offices. Many one- 
man or two-man agencies find it profit- 
able to take time out, say, once a week, 
to study such subjects as self-improve- 
ment through education and a close con- 
tact with changing conditions, a review 
of where and how time has been spent 
since the last ‘executive session,’ an 
analysis of new advertising material and 
ways and means of using it, the study 
of new forms of protection, planning 
future activities and contacts, and any 
other thoughts which will contribute to 
a long-range and constructive sales pro- 
gram. 

“Our ‘Blueprint for Profit’ next di- 
rects our attention from the employer 
to the employe. This question is of 
primary importance right now when 
trained agency personnel is being ab- 
sorbed into the Armed Forces. Civilian 


Defense activities have also been a 
corded widespread and _ whole-heart« 
support by agents and agency employ:s. 

“In these trying days when time js 
short and tempers are likely to Se 
shorter, prompt and unfailing courtes, 
in contacts of the agency staff with the 
insuring public becomes a ‘must.’ There 
are three different types of contacts— 
personal, telephone and letter—and any 
one may be the first impression a pros- 
pective client receives of the agency. 
Personal contacts have been reduced 
materially because of transportation dii- 
ficulties but, even so, every effort should 
be made to train the agency staff in 
maintaining the most pleasant and help- 
ful relations with insureds who visit the 
agency in person. 

“The number of telephone contacts 
has increased now that gasoline ration- 
ing has cut down the use of automobiles. 
Telephone personality may seem intan- 
gible, but when properly developed, it 
does play a major part in- selling the 
agency to its present and prospective 
customers. The tone and inflection of 
the voice, courtesy and speed in answer- 
ing and transferring calls, friendliness 
and cheerfulness in handling calls, all 
help to build up the agency’s reputation 
for service. 

“Here is another thought. Many 
agents are finding that the office staff 
familiar with rates and forms of pro- 
tection can do an excellent job of sell- 
ing by telephone and, in effect, can be- 
come the ‘inside sales staff.’ A deter- 
mined effort to develop sales-conscious- 
ness in the office staff should produce 
excellent results. 

“The next point on our agenda is the 
arrangement of the office and its equip- 
ment. Mechanical aidés will have to 
serve much longer because of Govern- 
ment priorities. Consequently, type- 
writers, adding machines, dictating ma- 
chines and other equipment should be 
serviced at frequent intervals to prolong 
their useful life. Plan to make use of 
all equipment. Idle machines represent 
idle investment. 


Line Records 


“We now come to the subject of line 
records—records which tell us the lines 
of business written for each customer. 
Line records are the basic tools of pro- 
duction in an agent’s office. It follows 
that they should represent a complete, 
accurate and readily available picture of 
the business written for each customer 
in order to expedite service and deter- 
mine the possibilities of further develop- 
ment. 

“There are many different types of 
line records in use, such as index cards, 
invoice carbon copies, book records, an 
elaboration of customer’s ledger entries, 
line folders, etc. The line folder plan 
in particular is rapidly gaining favor. 
This plan is based on the alphabetical 
filing of daily reports combined with 
line records. Alphabetical filing of daily 
reports is being accepted as a commil- 
sense method. After all, an insured 1- 
variably knows his own name, but just iS 
invariably, he does not know his ins 
ance carrier, his policy number, or /iis 
expiration date. 

“Mr. Customer looks to his agent ‘0 
provide complete and adequate pro!:: 
tion in a sound, reliable company, 2''¢ 
and willing to pay losses when losses 
occur; but until those losses do oc: 
he is quite content to have his agent 
record all pertinent information. 

“In actual practice, one folder is usd 
for each insured. In the folder ave 
placed all daily reports for an insu 
regardless of type of business. Pertine it 
correspondence may also be placed 
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‘he respective files. The filing face of 
e folder is designed to serve as a 
cord of lines written. An expiration 
trol may also be included in the plan. 

a line folder recently developed by 
_ a solicitation guide is incorporated, 
hich has been found quite helpful, 
nce if it is known what has been writ- 
n, it is a simple step to determine 
hat should be written. All folders are 

‘ied alphabetically by insureds’ names 
provide a ready reference without the 
cessity of consulting any intermediary 

; cord. 

i “Suppose we see what this plan gives 

% First of all we have a ‘case history’ 

r each customer. Several different files 

e combined into one, thereby reducing 
handling operations. Non-concurrencies 

e quickly spotted. Service to cus- 

mers is accelerated. Additional forms 

protection are readily presented. 
Files and Expiration Records 

“The sixth point on our ‘Blueprint for 
Profit? is the subject of files. Filing 

ould really be termed ‘finding’ since 
every filing system has as its primary 
objective the finding, and _ finding 
promptly, of any wanted document. Too 
frequently, the filing operations in an 
agency may constitute a_ bottle-neck, 
which seriously retards the other func- 
tions of the office. A time-saving idea 
is to combine all files and place them in 
a central location readily accessible to 
the clerks who have occasion to use 
them. Another suggestion successfully 
applied by many agencies is to assign 
the responsibility of filing to one clerk. 
liles should be cleared out periodically. 

“We now come to the expiration re- 
cords in an agency. As a rule, expiration 
records consist of two factors: (1) a 
primary expiration record, and (2) a 
secondary or control record. The pri- 
mary record may be represented by a 
policy register, separate cards, a special 
expiration book, or carbon copies of in- 
voices filed by expiration dates. The 
last-named method is gaining in popu- 
larity since no extra effort is involved 
in the preparation of carbon copies and 
the filing process becomes the only 
operation. 

“The expiration controls may consist 
of expiration books or registers, a com- 
parison with company monthly accounts, 
extra carbon copies of invoices, daily re- 
ports filed by expiration dates, ete. 
When the line folder plan is employed, 
an expiration control is effected by 
using a series of monthly blocks across 
the top of the folder which may be 
flagged to indicate the expiration dates 
of the daily reports contained in the 
folder. 

“Suppose we turn our attention to 
the stenographic and policy writing de- 
tails. Every outgoing letter is, in effect, 
a projection of the agency. Many agen- 
cies feel that their own letterheads can 
he more highly personalized than those 

supplied by the companies. It has been 

found that letterheads are more effective 
hen limited to essential details such 
s the name of the agency, the full ad- 
lress and telephone number and a sim- 

'e statement of the business in which 

cngaged. Letters should be clean-cut, 
neise and yet friendly. Typing should 

neat well centered, and with a mini- 
um of erasures. The use of window en- 
lopes will not only save time and ef- 

‘tt but also minimize errors which 
ight prove embarrassing. 

“Policy writing may be even more 
sily controlled than correspondence. 
enewal policies are generally written 
om thirty to sixty days in advance. 
ew policies should receive preferential 
eatment. A good workable rule on new 
‘licies is to complete all orders received 

to noon before the close of business 

that day and all orders received in 

afternoon should be completed by 
on of the next day. 


Accounting 
“As with every other agency function, 
e simplest accounting system is the 
ist effective. Three primary records, 
some form or other, appear in every 
ency. These are the cash book, the 
irnal, and the general ledger. The 
‘ish book, as its name implies, is a 
ecord, usually in columnar form, of all 


receipts and disbursments. The journal 
is a collating medium, ‘its chief entry 
exch month being a summary of the 
business written. In other words, the 
totals of the company accounts are 
brought together in the journal, to pro- 
duce the total amounts due from cus- 
tomers, which are charged to accounts 
receivable; the net commission on the 
written business which is credited to 
commission income; and the balances 
due the companies—credited to the lia- 
bility account known as accounts pay- 
able. 

“The general ledger is an abstract of 
the agency’s business. Its accounts fall 
into four major categories: income, dis- 
bursements, assets and liabilities. One 


important point to remember is that 
every asset and liability account should 
be analyzed at regular intervals. 

“Adequate reserves for bad debts, 
taxes and unearned commissions are 
more essential than ever. It is recog- 
nized that many risks based on wartime 
conditions may be suddenly and drasti- 
cally reduced with the coming of peace, 
and the conservative agent will take 
proper precautionary measures. 

Accounts Receivable 

“The principal subsidiary account in 
any agency is the accounts receivable, 
or, as it is sometimes termed, the cus- 
tomers’ ledger. While there are several 
methods of maintaining this record, one 
of the most popular for the average or 





smaller agency is the manifold invoice 
system. Briefly, the plan contemplates 
preparing the invoices in sets when the 
policies are issued. This follows the 
theory that, since an invoice is prepared 
in any event for each monetary trans- 
action, enough carbon copies of the in- 
voice be made at the same operation to 
serve various purposes and with the 
advantage that each carbon copy will be 
as accurate as the original invoice. 

“The number of invoice carbon copies 
to a set will be governed by the general 


office routine and the agent's prefer- 
ences. In addition to the original, the 
copies may include the accounts re- 


(Continued on Page 30) 
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Hou to UANUEL A FIRE POLICY 


Realizing that many agents and agencies are faced with the 
problem of carrying on with new and untrained personnel, we 
are offering free our booklet, ‘How to Cancel a Fire Policy,” 
with the hope that it will help to lighten war-time burdens and 
to promote better practices throughout the insurance industry. 


of CLENS FALLS, NEW YORK 
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GLENS ALLS INSURANCE COMPANY 
COMMERCE INSURANCE COMPANY 


Without obligation on my part, please send me a 
free copy of “How to Cancel a Fire Policy”. 
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Thomas Sees Wider 
Recognition of Agents 


TALKS TO WISCONSIN AGENTS 


Says Work of Agent and Importance of 
His Contributions Will Bring 
Active Public Support 
By uniting agents of the country, Na- 
tional Association Vice President W. 
Ray Thomas, Pittsburgh, declared that 
the NATA public relations program, al- 
though barely started, is alre ady a suc- 
cess. Taking the “long view, Mr. 
Thomas said, “We are establishing a 
fellowship with other American business 
groups which is going to bring the local 
agent into a position of respect and im- 
portance in his community even greater 
than anything he has enjoyed before.” 
He particularly singled out the supnort 
the industry may anticipate from buyers 
of insurance “if they have been properly 
sold and their accounts properly serv- 

iced.” 

The public relations program is al- 
ready paying important dividends to the 
whole business of insurance, Mr. 
Thomas asserted. “And the plan and 
thought which went into our public re- 
lations work in the past few months was 
immediately repaid when we were called 
on to help in the support of the Bailey- 
Van Nuys Bill, S. 1362. and its com- 
panion measures in the House.” 

Aim of Public Relations 

“What we want is results,” he said, 
pointing out that the best public re- 
lations program is not necessarily the 
most conspicuous. “We want to improve 
the standing of the agent. We want to 
protect him against the dangerous 
threats of the time, and see that his 
earnings and positions are recognized. 
We want to educate and defend. We 
want to help the agent to improve his 
own standing both in terms of education 
and ability to render service, which 
really go together.” 

Mr. Thomas expressed the opinion 
that despite threats of federalization, in- 
surance, on the whole, has been rela- 
tively fortunate as compared with many 
other businesses in the amount of regu- 
lation imposed, a freedom dating back 
to the Paul vs. Virginia decision. 

“We are now fighting as an industry 
to maintain that status, and I know that 
you are doing your part and informing 
vour Representatives and Senators not 
only of your views, but of the real facts 
of the situation. I do not have to tell 
you,” Mr. Thomas warned, “what chaos 
would result if Federal controls were im- 
posed on the present satisfactory local 
state regulation. 

“But the facts are what they are, and 
as we take the long view, we realize 
that our problems on the whole are 
those of other patriotic businessmen in 
wartime. It is our belief that, as other 
businessmen come to be aware of this 
fact and of the real identity of interests 
which exists between stock insurance 
and other independent private enter- 
prise, the work of the agent and the 
importance of his contribution will re- 
ceive wider and weightier recognition.” 

In order to maintain not only the 
status, but the earning position of the 
agent in relation to the business world, 
Mr. Thomas said, “We will call on the 
local agent to do his part in self-im- 
provement, in better organization and 
in wider knowledge of the business.” 


OPENS MEMBERSHIP CAMPAIGN 


National Association of Insurance 
Women Sets Goal of 1,000 New 
Members in November ~ 

With the goal of adding 1,000 mem- 
bers to its roster, the National Asso- 
ciation of Insurance Women has desig- 
nated November as “membership month.” 
Organized at Denver in 1940 with a 
membership of 1,500, the organization 
now has a total nation-wide membership 
of 4,619, consisting of sixty-seven local 
clubs in thirty-one states. In inaugurat- 
ing its membership drive, the association 
hopes to establish clubs in the remaining 
seventeen states. 

The NAIW is made up solely of insur- 
ance women—executives, special agents, 
adjusters, rate clerks, stenographers — 
all women who conduct their own busi- 
nesses or are employed by reputable in- 
surance companies, agencies and broker- 
age firms. In connection with the mem- 
bership drive, Bernadine McQuaid, Mad- 
ison, Wis., has distributed an article by 
Doris Jackson, Massachusetts Bonding, 
Los Angeles, who says: “We have found 
that very little membership investigation 
is necessary as th's most important work 
has been carefully done in every case by 
insurance personnel managers at the 
time of application for employment.” 

“The culmination of the year’s activi- 
ties,’ Miss Jackson says, “is the, national 
convention. For five days we have the 
benefit of hearing leaders in the insur- 
ance world discuss vital problems 
Each delegate returns to her resnective 
club and imparts knowledge gained to 
her co-members; thus approximately 
5,000 women are reached personally. In- 
surance women throughout the United 
States catch the spirit and enthusiasm 


of the NAIW.” 





Johnson Reelected Head 
Of Rhode Island Agents 


Walter R. Johnson of Providence was 
re-elected president of the Rhode Island 
Association of Insurance Agents for a 
third term at the annual meeting Oc- 
tober 26 in Providence. Reelected with 
him were: vice president—Carleton I. 
Fisher; treasurer—Robert S. Preston; 
secretary—William A. Lester; state na- 
tional director—Henry E. Davis. 

a following the annual dinner, 
were Dr. Asa S. Knowles, dean of the 
School of Business Administration at 
Rhode Island State College; Averell 
Broughton, public relations counsel for 
the National Association of Insurance 
Agents, and J. Austin Carroll, Insurance 
Commissioner. 


PHOENIX OF LONDON 
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Warfield Urges Support 

Of Congressional Bills 
IN NEW HAMPSHIRE 
Executive Committee Member Tells 


Progress of National Association 
Under New Constitution 


SPEAKS 


Agents should marshal all the forces 
at their command in support of the 
Bailey-Van Nuys bill in the United 
States Senate and its companion bills in 
the House expressing the intent of 
Congress that insurance is not inter- 
state commerce, said Guy T. Warfield, 
Jr.. Baltimore, a member of the execu- 
tive committee of the National Associa- 
tion of Insurance Agents, in his address 
before the annual meeting of the New 
Hampshire Association of Insurance 
Agents at Manchester, November 2. 

Speaking on the subject of the story 
of the National Association, Mr. War- 
field said: , 

“Perhaps we, in the National Associa- 
tion have been remiss in the past, but 
be that as it may, we are now com- 
mitted as one of the basic principles of 
our public relations program, to the co- 
ordination of all these local agents, local 
boards, state associations and the Na- 
tional Association into one organized 
group—speaking the same language, up- 
holding the same principles and fighting 
the same battles.” 

We're Too Self-satisfied 

Four years ago, he said, the associa- 
tion in common with the whole insurance 
industry, was “a little smug and per- 
haps a trifle too self-satisfied.” He said 
it was fortunate that the association had 
in its ranks men of vision who knew 
that a more modern vehicle must be 
constructed, one that was able to move 
in the traffic stream of today’s business. 
There were forces at work opposed and 
antagonistic to the principles upon 
which the agency system of operation 
had prospered, he said, and perhaps the 
realization of the dangers from these 
sources, largely emanating from the na- 
tion’s capitol, roused the agents, result- 
ing in adoption of the new constitution 
providing a democratic means of ex- 
pression by each state on the opera- 
tions of the National Association and 
inauguration of the public relations pro- 
gram, 

“There is no mere coincidence in- 
volved in the demand for democratic 
principles in the operation of our asso- 
ciation and a demand for a program that 
would tell to all of our public the true 
facts in which we can take such a jus- 
tifiable pride,” he said. “The American 
agency system had come of age. These 
were logical results. The same surge of 
feeling was underlying both. One year 
has elapsed—a year in which our mem- 
bers have labored under conditions more 
adverse than ever experienced before. 
Everyone has had responsibilities in so 
many fields of endeavor and with many 
irksome problems assailing them from 
all sides. 

“What has happened to the National 
Association in that year? The new sys- 
tem of government has been tried and 
it has proven its success in a manner 
far beyond the expectations of the most 
enthusiastic proponents. Two meetings 
of the state directors have attained a 
level that brings enthusiasm to us all. 
You have heard the report of your state 
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director. You have voiced your opinions 
and assumed your part in your National 
Association. A public relations program 
was undertaken. A campaign was 
started to raise funds, before a detailed 
plan was ever in hand. You all know 
the remarkable sucess of this campaign. 
We now have sufficient money in the 
bank and our full program is under way. 
We have a plan—not a nebulous theory, 
but a practiacl, common sense plan of 
approach. 
Educational Program 

“In this same year, our educational 
program has finally gotten under way. 
One of the great needs of our business 
has been the proper training of our 
agents. Here we have the means, and 
these courses are being conducted 
throughout the entire nation with the 
students numbering in the thousands. 
At a time when everyone is pressed to 
find enough hours in the day, these stu- 
dents are finding the time to study, that 
they may better serve the public. 

“Also in this year, a new high has 
been reached in company-agents’ rela- 
tions. Why? The answer is_ simple. 
The companies are our friends. Their 
interests and our interests are identical, 
but if ours is a weak organization then 
dealings are bound to be with reserva- 
tion. Since ours is now a strong or- 
ganization which by its very makings re- 
flects the spirit and wishes of the 
agents countrywide, the companies have 
found the vehicle with which to work.” 

Mr. Warfield said agents must so con- 
duct their businesses to enhance the in- 
terests of the public and “we must be 
willing to make the move voluntarily to 
reduce commissions, for instance, if we 
know any that are too high for the pub- 
lic interest. By the same token we must 
take steps to have them increased if they 
are too low, but the demand for increase 
must be based on cold facts—cost fig- 
ures. Any business man realizes and rec- 
ognizes cost of doing business. We will 
never have misunderstandings from the 
buying public when we show justifica- 
tion.” 





Responsibility of Agents 

The agent has a responsibility to lis 
companies and to himself, Mr. Warficld 
said in their crusade to protect the pr- 
ciples of free enterprise. 

“The attacks on the insurance busi- 
ness, as evidenced by the Atlanta cas,’ 
he concluded, “place these principles 
jeopardy. A challenge has been ma! 
and an issue drawn and I say to y: 
that we must accept this challenge a: 
dispute this issue. We are not alone 
our fight. All business—all exponents 
states’ rights are with us, but we m! 
not fail in our part in the fight. 

“There is pending before Congre 
the Bailey-Van Nuys bill in the Sen: 
and the companion bills in the Hou 
These bills will express the intent 
Congress if they pass, that insurance 
not interstate commerce. This wou 
mean the continuation of state contr 
of insurance as against another boo 
for the rising tide of Federal burea'’ 
cracy. Our job is clear. We must ma’- 
shal to the support of these bills, @ 
the forces at our command.” 
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Ever Push Umbrellas 
Out of Your Eyes? 


Then you know one of the many 
ways it is possible to injure another 
person accidentally and make your- 
self liable for an expensive damage 
suit. 


There are hundreds of ways you or 
your family, or even your dog, might 
injure some other person and al- 
though innocently done — make you 
liable for damages. 


There is one sure way you can pro- 

tect yourself against this threat to 

Insure through an your security — that is with the new 

America Fore Agent F. & C. Comprehensive Personal Lia- 

proper a bility policy which covers you both 
on and off your premises. 





meet your requirements; 
he is always available in 
the event of loss: he rep- 


prsceechabiars Prat Consult the local F. & C. agent or 
prey aay Resa broker about this important insur- 
ae ae ae ee ance protection. His name will be 
ke ate ar sent upon request. 


Maiden Lane, New York. 
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AN ADVERTISEMENT IN NATIONAL 
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Butler Advocates Free 
Interchange of Opinion 


SPEAKS BEFORE ACCOUNTANTS 


Sees Accountancy as Stepping Stone to 
Executive Position; Outlines His 


Own Plan of Conduct 


Insurance accountancy as a_ stepping 
stone to executive position was discussed 
by Albert N. Butler, vice president, 
Corroon & Reynolds companies, in his 
address before the Insurance Account- 
ants Association meeting in New York 
City last month. 

“I know,” he said, “that members have 
graduated from the ranks of insurance 
accountants into executive positions, 
without in the slightest degree detract- 


ALBERT N. BUTLER 

ing from their devotion to your pur- 
Many of them are here today. 
I know also that many of the important 
company executives of the future will 
come from these same ranks—and with 
the same result. 

“Promotion to executive duties should 
not in itself affect such memberships. 
One of the unexpressed purposes of the 
association, in my opinion, is to fit its 
members for just such advancements. 
Somewhere along the road, however, 
there must be a line of demarcation— 
based on actual duties performed—as 
between the accountant and the execu- 
tive. There has to be in the nature of 
things a different point of view as be- 
tween the two—particularly with respect 
to what we might term a senior or a 
major executive of a company. 

Detailed Work 

“The accountant—and frequently the 
junior officer—cannot possibly get away 
from detailed work. It’s an inherent 
part of the duties that he is responsible 
for. On the other hand, as the important 
general problems of management calling 
for solution and decision confront the 
executive—and particularly the major or 
senior executive, it seems to me that 
automatically he has to divorce himself 
aimost completely from the intimate de- 
tails that were formerly part of his daily 
-and probably nightly—life as the ac- 
countant, chief accountant, assistant sec- 
retary, and so on. 

“As to when he becomes a major or 
senior company executive, each one has 
to decide for himself. Make no mistake, 
you will always know in your own mind 
whether or not you are part of what I 
might term the management rather than 
the operating end of the business. I 
suppose the true test is whether or not 
you will still be even remotely attached 
to the statistical and accounting func- 
tions of the company, or will have finally 
had to abandon those duties to take 
over the greater responsibilities of for- 
mulating and putting into effect the 
major policies of the company.” 

Mr. Butler then took up the question 


poses, 


Marine War Risk Premium 


Earned When Ship Sails 


According to a decision handed down 
by the Superior Court, the Canadian 
custodian of enemy property cannot ob- 
tain recovery of the war risk premium 
from the Eagle Star on a cargo which 
left Montreal bound for France but, due 
to war developments, wound up in 
Quebec City. The Court of Appeals 
also has ruled this decision in order. The 
policy went into effect May 31, 1940. 

However, just after the ship sailed in 
June of that year, it was forced to dis- 
charge its cargo at Quebec City in view 
of the fact that regulations against trad- 
ing with the enemy had been extended 
to France. Ruling that the premium was 
earned, since the ship cleared Montreal 
for LeHavre, the Court of Appeals de- 
cision said that the entire premium can- 
not be divided or apportioned unless the 
risks are divided in the policy itself in 
such a manner as to show that the 
parties had distinct risks in contempla- 
tion. 





Beling Talk 
(Continued from Page 27) 


ceivable ledger sheet or posting medium, 
one or more expiration records, the ac- 
counts payable posting medium, a collec- 
tion follow-up, a solicitation record— 
arranged by location, producer or class 
of business, or any other purpose which 
may serve the individual agency’s re- 
quirements. When used as a_ ledger 
sheet, the accounts receivable copy is 
filed alphabetically in an unpaid file or 
binder. Th’'s method eliminates the post- 
ing operation which admittedly is one 
of the most tedius tasks in the office 
and it also minimizes errors in trans- 
scription. As collections are received, 
the corresponding invoice copies are so 
noted, and when fully paid are trans- 
ferred to a closed file. At the end of 
each month, the total of invoice copies 
remaining in the unpaid file should agree 
with the controlling account in the Gen- 
eral Ledger. 

“Statements for an agency principal 
should be limited to those which are 
essential in reviewing the agency’s prog- 
ress at regular intervals. A monthly 
operating statement and balance sheet 
may readily be prepared from the gen- 
eral ledger. Comparative statements of 
premiums by companies and by classes 
of business are found helpful. 

Collections 

“We come to collections as the final 
item in our agenda. Every agency 
should have a definite collection policy 
and put teeth in it. In other words, if 
a premium is promised for a certain day, 
see that it is paid on that day. No sale 
is complete unless the collection terms 
are ‘sold’ at the same time. In other 
words, when a customer agrees as to the 
necessity for taking a policy, it might be 
a good idea to say—T suppose you want 
to pay for this now.’ Such a remark 
would arouse no antagonism unless, of 
course, the insured is the type with 
whom you would have collection difficul- 
ties in any case. Worth-while business 
is seldom lost through insistence on 
prompt payment. Remember that a can- 
cellation for non-payment is not so much 
a loss of business as it is a guarantee 
against loss of profit.” 





of the relationship that should exist be- 
tween the accountant and the executive 
—both members of the association—be- 
tween the accountant and his association 
and between the promoted executive 
and his association. Declaring that he 
expressed strictly personal opinions, Mr. 
Butler said he was about to advocate 
unfettered expression of opinions on the 
floor of these meetings by the account- 
ants. 
Has Answered Question 

“T have in recent years,” he said, 
“answered the question of the account- 
ant member’s relationship with the ex- 
ecutive who is a member, by accepting 
for myself the point of view that if the 


(Continued on Page 40) 


Boston Library Retains 
Officers and Trustees 


W. B. MEDLICOTT IS PRESIDENT 


Crafts Urges Greater Interest in Library 
Activities; Secretary Handy Reports 
Membership of 250 


William B. Medlicott, retired, was re- 
elected president of the Insurance Li- 
brary Association of Boston and James 
F. Crafts, first vice president and East- 
ern manager of the Fireman’s Fund, was 
reelected vice president by the board 
of directors following the annual meet- 
ing of the association at Boston, Octo- 
ber 22. At the annual meeting, members 
of the board were reelected as follows: 

Gorham Dana and Gayle T. Forbush, 
both retired, Ralph G. Hinkley, Boston 
manager, American Insurance Co.; Her- 
bert A. Kneeland, John C. Paige & Co.; 
Walter Small, Field & Cowies; Gay 
Gleason, deputy manager, United States 
branch, Employers’ Liability Group, to 
fill the unexpired term of United States 
Manager and Attorney E. C. Stone, re- 
signed. 

D. N. Handy was reelected secretary- 
treasurer and Abbie C. Glover, assistant 
secretary-treasurer. 

[Since this election took place, news 
is eceived of the death of Mr. Medlicott 
at his home in Cambridge, Mass., Oc- 
tober 31.] 

Crafts Sends Letter 


In the absence of the president and 
the vice president, Mr. Crafts addressed 
a letter to the association which was 
read at the annual meeting. He urged 
greater. interest on the part of the mem- 
bers in the activities and future of the 
association. He said that the contribu- 
tions which the library has made for al- 
most fifty-five years to the insurance 
business and its success in the Boston 
area is of such value that each member 
is under obligation to pass on to his suc- 
cessor if it be possible a better institu- 
tion than he had inherited. 

Mr. Crafts said that the maintenance 
of historical, statistical and reference 
data being not profit producing, there is 
a tendency on the part of many to think 
of library activities as non-essential, but 
that when one remembers that over 
5,000 people have enrolled in’ night 
classes and thousands more have used 
library material for reference, it is seen 
that the library is performing a service 
not surpassed in any outside insurance 
activities. 

Mr. Crafts spoke of changes that are 
bound to occur in the business of insur- 
ance and of the closer liaison being 
created between the branches of fire, 
casualty and marine underwriters, all of 
which point to the need for accumulating 
all important material affecting the sev- 
eral insurance branches. He also ex- 
pressed the opinion that the increasing 
interest in foreign fields imposes the 
growing need for funds to supply in- 
formational material on insurance out- 
side the United States. 

Secretary Handy’s Report 

Secretary Handy’s report showed 254 
members of the Association, a drop of 
eight from last year. By death the Asso- 
ciation lost two members, one of whom, 
Willard Hill of Elmer A. Lord & Co., 
had been a member for thirty-nine years. 

One thousand six items other than 
clippings were added to the Library. 
Two thousand one hundred fifty-seven 
cards were prepared for the index files. 
New book borrowers cards which in 
1939-40 numbered 112 dropped to nine 
last year owing largely to the depletion 
of office personnel by demands of the 
war and war industries. Despite these 
the uses of the Library were well sus- 
tained. Over 11,300 recorded callers 
made use of the Library of whom 3,323 
sought definite information requiring as- 
sistance from the library staff. Nearly 
300 inquiries for information came by 
mail and by telephone. 

Owing to the withdrawal of career 


ee 
OF INVASION 


VERYWHERE our armed forces are 
smashing the enemy back in the 
new aggressive war of INVASION. 


They are your sons, husband, broth- 
ers, sweetheart, father, relatives and 
friends. They ask only one thing—that 
you back them up ALL THE WAY. 

With Victory coming nearer, you must 
not fail our boys—your soldier, sailor or 
marine. You're not asked to give a cent 
—only to put every dollar you can scrape 
up into the world’s safest investment— 
War Bonds. 

Take it out of income, take it out of 
idle and accumulated funds. Start 
“scratching gravel” now! 


Insurance Company Utd. 
50 John Street, New York 


FROGGATT & CO. CHANGES 





G. L. Doscher Named Newark, N. J. 
Manager; L. J. Wiman Made Assis- 
tant Secretary; Their Backgrounds 

Joseph Froggatt & Co., Inc., has ap- 
pointed George L. Doscher as manager 
of its Newark, N. J. branch office suc- 
ceeding H. L. Van Horn who resigned 
this post to become executive vice presi- 
dent of Pennsylvania Casualty Co. Mr. 
Doscher, who has been with the Frog- 
gatt company many years, was pre- 
viously assistant manager in the New- 
as office. 

J. Wiman has been appointed assis- 
Me. secretary of the company, having 
served as assistant manager in New: ark 
and in same capacity in the New York 
office. He has also had many years’ 
service. 





BALTIMORE FIRM DISSOLVED 

Notice has been given that the part- 
nership firm of Ford & Nelson Insur- 
ance Underwriters, Baltimore, has cen 
dissolved and terminated as of October 
1 and that the business affairs oi the 
partnership will be liquidated by Dug 
las H. Ford. 





men and women from the offices, events 
class — had to be greatly 
tailed. A discussion course closely 
proximating the agent’s courses, was 
tended by ninety-six persons. Plans are 
being made to renew educational ac! ivi- 
ties following the courses recommended 
by the Institute on the return of peace. 
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A rnerca chemists have explored every nook and 
corner of the three kingdoms—Animal, Vegetable, and 
Mineral—to make possible the products and processes 
which have helped to build America. And to meet the 
expanding demands which have sprung up in industry, 
engineering, medicine, and national defense, they 
have exploited the marvels of a fourth — the Synthetic 
kingdom. For example, to help solve this country’s 
war-time problems, they have added five synthetic 


A wide variety of insurance coverages is available to protect 
the insurable interests peculiar to the chemical industry— 
buildings, equipment, supplies, and other values exposed to 
hazards of danger or destruction. 


In safeguarding all types of physical values which are fun- 
damental in the building of America, the Royal-Liverpool 
Groups make available to agents and brokers highly developed 
underwriting and service facilities, including a specializing 
department which deals exclusively with chemical hazards. 



















varieties of rubber to the three synthetic forms available 


ptior to 1940, have developed innumerable common 
utilities in plastic form, and have made miraculous 
progress in the utilization of sulfa drugs to prevent 
and treat infection. 

The telling effect of America’s contribution to the 
cause of the United Nations in World War IU is un- 
questionably due in large measure to its commanding 
position of world leadership in the field of chemistry. 
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Viewpoints Vary On 
Off-Premises Coverage 


QUESTION OF TRANSIT CLAIMS 


Some Fire Men Hold Competition Will 
Bring Payments of Losses Any- 
where Off Premises 


Throughout the country there is con- 
siderable difference of viewpoint on the 
exact extent of coverage granted under 
attached to fire policies, 
covering household 
and personal property in dwellings to 
include 10% off-premises coverage. The 
full text of the clause, as approved re- 
cently by the New York Fire 
Rating Organization for all New York 
State, 

“It is a condition of this policy that 
insurance on household and _ personal 
property of every description such as 
is usual or incidental to a dwelling be- 
longing to the insured, or any member 
of the insured’s family, shall cover up 
to 10% of its amount against the peril 
insured against but not to exceed its 
pro rata part of 10% of all concurrent 
insurance thereon or its pro rata part 
of $1,000, whichever is less, on the above 
described property or elsewhere on the 
above described premises or while tem- 
porarily removed to any other location 
in the United States of America, Can- 
ada or Newfoundland; such amounts 
shall apply as excess after any other 
insurance thereon insuring against the 
pe ril causing damage has been exhaust- 
ed.” 

Under the force of competition some 
company men believe this clause will be 
interpreted to cover fire, and extended 
coverage, claims on property wherever 
located, whether at a fixed location or 
in course of transit. The clause states 
protection is extended to the property 
“while temporarily removed to any 
other location in the United States, Can- 
ada or Newfoundland.” Conservative- 
minded fire insurance executives and ad- 
justers are inclined to construe this to 
mean that the insurance applies only 
while the property is at a location, and 
that in a train or automobile in transit 
is not “a location.” However, many 
others give a broader construction to 
the wording of the clause and _ believe 
an assured is covered, to the limits fixed 
by the clause, when the property is any- 
wheres off the premises. 

Corroon & Reynolds View 

The Corroon & Reynolds Group of 
New York has gone on record, in reply- 
ing to inquiries, as follows: 

“The new rule would provide protec- 
tion for the perils insured against at 
the various points listed by you above. 
(Specific locations were mentioned at 
this point in one query.) It is intended 
to give very broad coverage and would 
even go so far as to cover household 
furniture while temporarily located in a 
furniture storage warehouse; carpets and 
rugs sent to rug repair and cleaning 
establishments; such property as may 
be removed to summer locations or vaca- 
tion points, and other situations all too 
numerous to mention. It would also ex- 
tend to cover while in transit to and 
therefrom.” 


Paul Sommers Killed 


Word has been received by Paul B. 
Sommers, president of the American of 
Newark, and Mrs. Sommers, that their 
son, First Lieutenant Paul A. Sommers, 
has been killed in action. He was first 
reported missing after a raid over Ger- 
many. He had been overseas since May 
and had received his wings at Maxwell 
Field, Ala. A brother, Second Lieutenant 
Otho L. Sommers, is in the Army Air 
Forces. Also surviving are three sisters. 
Lieutenant Sommers formerly was in 
insurance with the Fidelity & Casualty 
of New York for several years and 
when he left in January, 1942, was a 
bond underwriter in the metropolitan de- 
partment. 


the clause, 
broadening policies 


Insurance 


follows: 





Washington Hearing 
(Continued from Page 24) 


Superintendent of Insurance for ob- 
structing payment of court impounded 
premium moneys to policy holders. 

Assistant Attorney General Wendell 
Berge read from prepared statement 
contending that question whether insur- 
ance is interstate commerce is not af- 
fected by this bill. He says irrespective 
of whether this bill is enacted or wheth- 
er insurance is declared not to be sub- 
ject to anti-trust laws Supreme Court 
at present term will almost necessarily 
have to decide whether the business of 
insurance is within the Federal regula- 
tory power under the commerce clause. 
In summary he contended these bills 
either repeal the anti-trust laws as to 
insurance or construe the anti-trust 
laws as never having applied to insur- 
ance. He placed in record statement 
from Justice Department “Profits and 
Premiums in Fire Insurance.” 

Senator O’Mahoney made statements 
which were interpreted as indicating he 
strongly favored states rights and regu- 
lation but doubts he favors the specific 
language and objectives of this bill. 

Al. Gruhn, general manager, American 
Mutual Alliance, called by committee at 
his request, stated he represented over 
100 mutual insurance companies. Under- 
stood to state they did not oppose but 
had not strongly supported this legisla- 
tion. He said they strongly favored 
state regulation and desired it be 
strengthened but did not believe pres- 
ent legislation merely construing Sher- 
man and Clayton acts is adequate for 
solution of problem. 





OTTO WINKENHOFER DIES 
Otto Winkenhofer, 75, insurance brok- 
er in Indianapolis for the last 50 years, 
died recently in his home of a heart 
attack. He was a native of Huntingburg, 
Ind., but went to Indianapolis when 25 
years old. 





WILLIAM B. MEDLICOTT DIES 


Formerly With Atlas, Also Paige & Co., 
He Had Just Been Reelected Presi- 
dent of Boston Library 

William Bliss Medlicott, 86, who had 
just been reelected president of the 
Insurance Library Association of Boston, 
died at his home at Cambridge, Mass., 
October 31. 

Member of an old New England fam- 
ily, Mr. Medlicott was graduated from 
the Worcester Polytechnic Institute in 
1876. He was general agent for the 
Atlas Assurance Co. for twenty years 
and was with the loss adjustment de- 
partment of John C, Paige & Co., Bos- 
ton, for eight years. 

An expert appraiser, Mr. Medlicott 
was a member of the final board of ap- 
peal handling claims following the San 
Francisco earthquake and fire. 

When the School of Business Admin- 
istration was organized at Harvard Uni- 
versity he became a lecturer there and 
was on the faculty for ten years. For 
twenty years he was a fellow and lec- 
turer of the Insurance Institute of 
America. 

Surviving are his wife, Mrs. Grace 
Harding Medlicott, four sons, William 
H., Robert L., Alexander G. and Arthur 
Medlicott, and a daughter, Mrs. Grace 
Wilson. 





Massachusetts Agents 


Elect Barnes President 


Harold D. Barnes of Pittsfield was 
elected president of the Massachusetts 
Association of Insurance Agents at the 
forty-fourth annual meeting in Spring- 
field last week. Leo R. Mongeau of 
Lowell was elected vice president and 
Caroll K. Steele of Gloucester continues 
as treasurer and _ national director. 
Arthur H. Clarke of Boston is secretary. 
Mr. Barnes succeeds Paul J. Woodcome 
of Fitchburg. 

Membership in the association 
reached an all-time high of 573. 


has 


Buyers Hear Taylor On 
Supplemental Coverages 


TELLS HOW CONFERENCE WORKS 


Finds Improved Conditions in Certain 
Industries Leading to Reconsidera- 
tion of Class Rates 


Stressing that insurance rate deter- 
mination should be handled on some- 
what the same basis that a producer 
manufactures his various products, Lee 
W. Taylor, assistant general manager of 
the Explosion Conference, on October 
28 told a group of insurance buyers at 
the monthly meeting of the Risk Re- 
search Institute in New York City that 
conditions have so improved in certain 
industries that “it behooves us to re- 
consider our class rates and adjust them 
in accordance with the improved condi- 
tions.” 

With respect to the Explosion Confer- 
ence itself, Mr. Taylor explained that 
there are “very real problems in which 
you are deeply concerned because they 
involve the protection of your plants, 
whether they be public utilities, chemical 
risks, department stores or film studios, 
or any of the multitudinous occupancies 
in these United States, against the haz- 
ards of explosion, riot and civil commo- 
tion, vandalism and malicious mischief, 
aircraft and vehicle property damage 
and, to a lesser extent, earthquake.” 
Rates and Forms Uniform Nationwide 

The conference, he pointed out, oper- 
ates as a nationwide organization with 
respect to all its coverages, except that 
of earthquake insurance, and because of 
this the rates and forms for the vari- 
ous covers are the same everywhere. 
“Two chemical plants of identical con- 
struction and occupancy will take iden- 
tical rates and forms whether they be 
located in New York and San Francisco 
or Chicago and New Orleans.” The ad- 
vantage in this situation is obvious when 
it is realized that for the same plants 
and the same locations there would be 
four different fire insurance rates and 
forms—which can rarely be equalized be- 
cause of local practices and laws. 

As to the rating system in explosion 
insurance, Mr. Taylor admitted that 
“perhaps it is not all that it could be.” 
The conference class-rates risks rather 
than relying on schedule rating, and “by 
so doing we are not permitted to allow 
for spceial protective features which the 
assured may have installed.” The speaker 
found a responsive note to his invita- 
tion to closer collaboration between the 
insurer and the insured when he said: 

“You, as buyers, can be of material 
assistance to us in rate readjustments 
by keeping us advised of changed indus- 
trial processes through the medium of 
information transmitted directly through 
your agent, broker or company with 
whom your business is placed, or through 
the various inspection services that visit 
your plants and upon whose reports we 
rely.” 

Mr. Taylor represents three rating or- 
ganizations—known as the Sprinkler 
Leakage Conference, the Explosion Con- 
ference and the Eastern Tornado Asso- 
ciation, 





Commissioners 
(Continued from Page 1) 


hensive forms of protection. Most of 
the limitations on underwriting powers, 
contained in our present insurance laws, 
were inserted many years ago when 
casualty business, particularly, was in 
its infancy. 

“The National Association of Insur- 
ance Commissioners is aware of the 
public interest in the modernization of 
insurance protection. Director Fraizer 
of Nebraska, chairman of the committee 
on laws and legislation, has assured me 
that his committee proposes to give 
early consideration to the problem. He 
concurs in the opinion that past expe- 
rience has indicated a committee com- 
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posed of stock and mutual company 
executives, agents, brokers and_insur- 
ance buyers, can be of inestimable assist- 
ance in crystallizing a program which 
will effectively serve the public interest. 

“The main purpose of the committee 
is to prepare a program for the con- 
sideration of the laws and _ legislation 
committee of the National Association 
of Insurance Commissioners, and _ the 
entire association. We have requested 
the committee to develop their program 
in accordance with their own ideas, giv- 
ing proper consideration to the necessity 
for financial strength. Careful consider- 
ation should be given to the erection of 
proper capital and surplus requirements, 
as well as the use of reinsurance facil- 
ities to enable the smaller companies to 
participate in the development of the 
insurance business. We are satisfied 
that this committee will present to the 
laws and legislation committee a realistic 
program which will meet the public de- 
mand -for broader forms of protection 
and modern insurance contracts. 


Favors Law on Agents’ Fair Practices 


“I have long harbored the thought 
that you in the agency ranks of this 
country should assume greater legal re- 
sponsibility to the public for the services 
which you are required to render. You 
well know that you cannot continue in 
business unless you do something more 
for the public than to simply sell them 
an insurance policy. You can inspire 
public confidence by the development of 
a code of fair practices and services to 
be rendered and recommend that the 
law be changed to include these respon- 
sibilities as a part of the definition otf 
an insurance agent. 

“If you do this voluntarily, you ex- 
plode the theory that your compensation 
is received simply for the sale of an 
insurance policy and that you have no 
service to render after the sale is com- 
pleted and the premium collected. I 
have always believed that ‘the laborer is 
worthy of his hire,’ but I also believe 
that the ‘hire’ should be consistent with 
the service rendered. Your public rela- 
tions advisors may well consider this 
suggestion. The acceptance of it will 
enhance your standing in the public 
mind.” 





25 YEARS WITH NAT’L BOARD 


Mrs. Florence McCaskie, head ot the 
loss information service of the Nati na 
Board of Fire Underwriters, on Oct: Der 
29 completed twenty-five years with ‘he 
board. She was presented with twe:ty- 
five beautiful roses, a $25 War Pond 
and other gifts. Mrs. McCaskie is «Iso 
president of the Insurance Women of 
New York. 
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The men and women of Loyalty Group aro 
pledged, in their home-front effort, to make 
a contribution worthy of the gallant sacri- 
fices being made by Americans under arms. 
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HOME OFFICE » 10 PARK PLACE + NEWARK, N. J. 


Firemen’s Insurance Company of Newark, New Jersey 


The Girard Fire & Marine Insurance Company Royal Plate Glass & General Ins. Co. of Canada 
National-Ben Franklin Fire Insurance Company The Metropolitan Casualty Insurance Co. of N.Y. 
The Concordia Fire Insurance Co. of Milwaukee Commercial Casualty Insurance Company 
Milwaukee Mechanics’ Insurance Company Pittsburgh Underwriters-Keys‘one Underwriters 








EIGHT COMPANIES 





eames canens Western Department Foreign Department Canadian Departments Southwestern Devt. Pacific Department 
120 So. LaSalle St. 111 John St. 465 Bay St., Toronto, Ontario 912 Commerce St. 220 Bush St. 
Chicago, Illinois New York,N. Y. 404 W. Hastings St., Vancouver, B.C. Dallas, Texas San Francisco, Cal. 
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Broughton Cites Gains 
In Public Relations 


STRESSES MAJOR OBJECTIVES 


Tells Rhode Island Agents Support Is 
Coming From Other Business 
and General Public 


Speaking before the Rhode 
Association of Insurance Agents meet- 
Providence on October 25, 
Broughton, public relations 
for the National Association, 
stressed the practical, realistic nature 
of the public relations program and its 
major objectives, including the defense 
of the agent and the wider acceptance 
of the importance of his contribution to 
business and social life. 

“I would like to say that the meeting 
in Pittsburgh was a splendid climax to 
the beginning of the public relations 
program itself,” said Mr. Broughton. 
“Let us not forget that the public rela- 
tions program is already under way, and 
many aspects of the program at Pitts- 
burgh were the product of public rela- 
tions thinking and planning. One of 
the most heartening aspects of that 
meeting was the evidence of support re- 
ceived from every segment of the insur- 
ance business—the companies, the gen- 
eral agents—all down the line. And it 
was clear from the talks made by Mr. 
Robinson of the Herald Tribune and 
Mr. Adams of Standard Brands, that 
we are in step with other business. And 
it is also clear from Senator Byrd’s talk 
that millions of Americans feel and 
think as we do about the need for 
maintaining insurance as a free and 
separate enterprise under state rather 
than Federal regulations. 
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Day-by-Day Efforts Key to Success 


“But all in all, the most happy sign 
on the horizon is the support evidenced 
in the many thousands of individual 
contributions. As we pointed out in 
Pittsburgh, the ultimate success of the 
program will depend on the job as it is 
carried through in the day-by-day oper- 
ations of the local agent throughout the 
country. 

“Personally, I belive that the public 
relations program is already paying divi- 
dends to the insurance industry,” he 
continued. “That has been well ex- 
pressed by some of the officers of the 
association. And there is every reason 
to feel that with the combined efforts 
of companies, agents and other business 
groups, our efforts will go a long way 
towards keeping America the land of 
freedom and free, independent enter- 
prise.” 

Discussing details of the program Mr, 
3roughton said every effort would be 
made to tie in closely with the work of 
the companies and the associations and 
to determine major objectives which 
were in line with the best interests of 
the local agent and would promote his 
standing in his own community. 

“The important fact which has been 
stressed by other insurance speakers” 
said Mr. Broughton, “is that the better 
the sales job which is done in the in- 
surance field, the more supporters we 
have, because clients and customers are 
far more aware of attacks upon insur- 
ance—their insurance—than those who 
remain to be convinced of the impor- 
tance of insurance to themselves.” 





Best Co. Issues Volume 


On Recommended Attorneys 


The fifteenth annual edition of Best’s 
Recommended Insurance Attorneys, with 
digest of insurance laws of each state 
and all Canadian Provinces, has been 
issued by Alfred M. Best Company, Inc., 
New York insurance publishers. This 
publication is approved by the special 
committee on law lists of the American 
Bar Association and contains names of 
attorneys particularly qualified to handle 
insurance defense work. Every attorney 
or firm before being admitted to this 


work must have rendered satisfactory 
service to insurance companies and have 
been recommended by the legal repre- 
sentatives of two or more of the 900 
insurance companies cooperating in its 
publication. In addition, each attorney 
must be recommended by his local bar 
or judiciary and have been investigated 
by the Best Company staff as to local 
reputation, facilities, type of practice, 
etc. 

Best’s Recommended Insurance At- 
torneys also contains a practical and 
concise digest of the insurance laws of 
each state, as well as of all Canadian 


Provinces—of especial value to insur- 
ance company claim men. In every case 
these digests have been prepared in 
collaboration with outstanding attorneys 
in every section of the country. 

The book includes carefully selected 
attorneys in every city and village of 
10,000 population or more, besides many 
smaller towns. The book also contains 
a list of the general counsels and super- 
intendents of claim or legal departments 
of the insurance companies, both branch 
and home offices. There is also a sepa- 
rate section devoted to attorneys 
equipped to handle insurance investi- 


gations and adjustments. 

Best’s Recommended Insurance At- 
torneys costs $5 per copy and may be 
ordered through the home office of the 
Alfred M. Best Company, Inc., 75 Fulton 
Street, New York 7, New York, or any 
of the branch offices located in Chicago, 
Cincinnati, Los Angeles, Boston, Atlanta 
and Dallas. 


M'NNEAPOLIS WOMEN TO MEET 

The Minneapolis Association of In- 
surance Women has issued invitations 
for its annual “Bosses’ Night” party, to 
be held November 15. 








An advertisement similar to this appears in NEWSWEEK, October 18th, and SATURDAY EVENING POST, November 20th. 


GREAT AMERICAN GROUP 


Member Companies—Providing 
practically every form of insurance except life 


Great American 


Great American Indemnity 
American Alliance 
American National 


County Fire 


Detroit Fire & Marine 
Massachusetts Fire & Marine 
North Carolina Home 
Rochester American 


INSURE YOUR COUNTRY’S 
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© 1903 AND 1930 THE CENTURY CO, 


The First Senate of the United States in Session, 
New York, 1789. From a drawing by A. I. Keller 


Group Development 


In pondering this picture of the first Senate in its 
rather informal setting, the mind naturally turns in 
contrast to the large, well-organized group that 
typifies the body today. The nation and its facilities 
of government have come a long way since the time 
of the founding fathers. 


Insurance, also, has come a long way. As against 


the days when a man bought a policy here and 


there as the spirit moved him, there is now the 


American Group of 


well-integrated program offered by the Great 


Insurance Companies, which 


brings all needed forms of protection into proper 


relationship. 


You may benefit by Great American’s plan of 
coordinated insurance by consulting one of its 
16,000 conveniently located agents—or your own 
broker. It includes practically all forms of insurance 


except life. Inquire today; there is no obligation. 


SAFETY-BUY WAR BONDS AND STAMPS 
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: Tug Liable to Consignor for Cargo 


Damage and Repairs to ‘Tow Barge 


The owner of the barge Raleigh 
libeled the tugboat Cynthia IT and its 
owner for the loss of part of a cargo 
of superphosphate resulting from a col- 
lision between the Raleigh and another 
baree in tow of the tugboat. The con- 
signee of the cargo intervened in the 
action in the Federal District Court for 
Maryland. 

The consignee was a company affili- 
ated with the owner of the barge, which 
shipped the cargo from Baltimore to the 
affiliate at Norfolk. The latter had paid 
the libellant for the cargo, and its in- 
tervention was for the purpose of mak- 
ing any recovery by the libellant for the 
account of the consignee. 

Barge Leaked After Collision 

The collision occurred while’ the 
Raleigh was at anchor at Sparrows 
Point, Baltimore harbor, waiting while 
the tug was collecting other barges. By 
improper navigation of the tug, one of 
these tows, the Howard, was allowed to 
collide with the Raleigh, striking it on 
the port side. After the tow was in 
order the tug started for Norfolk. The 
Raleigh leaked during the voyage and 
when the cargo was discharged at Nor- 
folk it was found that more than 400 
tons out of a total of about 1,743 tons 
of the superphosphate had sustained 
water damage. 

The Cynthia II (in the in rem pro- 
ceeding) was not located, and another 
tug, also owned by the towing company 
was attached by foreign attachment and 
the libel proceeded against the towing 
company. 

The tug’s responsibility for the col- 
lision was not disputed, either because 
of faulty navigation or because of faulty 
equipment in that the tug’s engine room 
bell ropes were not working properly. 
The court said it made no difference as 
to which caused the collision, the tug 
was liable in either or both of these 
respects. It was not liable as an insurer 
or as a common carrier, but it was the 
tug’s duty to exercise such reasonable 
care and maritime skill as prudent navi- 
gators would employ under the circum- 
stances. (The White City, 285 U. S. 
198; Southgate v. Eastern Transporta- 
tion Co., 21 F. 2d 47.) 

“The relation of a tug to the tow’s 
cargo may be that of a common carrier,” 
the court said, “but if, as here, it is a 
case of private carriage, the general 
rules of bailment govern, and the Har- 
ter Act or the Carriage of Goods by 
Sea Act do not of themselves operate 
to relieve the tug of liability to the 
tow’s cargo for the result of negligence 
in the tug’s navigation. In order to 
have such statutory protection, it was 
necessary in the present case to have 
a contract to that effect. There is no 
such contract.” 

’ Extent of Recovery 

What was the proper extent of re- 
covery? First, as to damage to the 
Raleigh, The repairs were large, about 
$10,000, But they were allowed by the 
District Court, as against the tug own- 
€rs contention that one bill, for $4,515, 
Was really to cover work for repairs 
which could not reasonably be said to 
have been rendered necessary by any 
unscaworthy condition of the barge 
which was a proximate result of the col- 
1S10n, 

On this point the District Court pre- 
erred to accept the testimony of two 
surveyors who examined the barge and 
reported on her condition, one employed 
by the libellants and the other by the 
underwriters for the tug, given in court, 
to deposition testimony in support of 


the tug’s position. From prior similar 
voyages of the barge, which had not 
leaked before the collision, it was held 
reasonable to assume that the collision 
caused her leaky condition. 

Although the repairs may have made 
the barge a better vessel than she was 
before they were made, “it is well estab- 
lished,” the court said, “that even if 
necessary repairs do make a_ vessel 
stronger and better than she was before 
a collision, that fact cannot be taken 
advantage of by those responsible for 
the damage. Shepard S. S. Co. v. United 
States, 111 F. 2d 110.” 

A surveyor’s fee of $450 was reduced 
to $250, as being excessive for the rela- 
tively small amount of time and labor 
personally given by the surveyor to the 
job. 

Cargo Loss 

As to the cargo loss the weight of 
the credible evidence was held to justify 
recovery of the full amount claimed, 
$3,186, although there was little evidence 
of its market value when damaged. The 
market value of the product, undam- 
aged, was placed at the price which the 
consignee libellant paid its affiliate, the 
consignor libellant, $14 a ton. The mar- 
ket value of 434 tons of the total cargo 
was reduced about 60% by the damage, 
that is, to not more than $8 a ton. 
Twenty-two tons of the cargo were a 
total loss. 

The contention of the tug owner was 
that the cargo damage should have been 
divided on the ground that there was 
an obligation on the part of the barge, 
as well as on the part of the tug, not 
to have proceeded with the voyage after 
the collision, and that, therefore, any 
liability was at least joint, and any loss 
resulting therefrom should be visited 
upon both the barge and the tug? 

The District Court declined to sub- 
scribe to this theory. “From the moment 
the tug took the Raleigh in tow in 
Baltimore harbor preparatory to the 
trip to Norfolk,” it held, “the Raleigh’s 
movements were under the full com- 
mand and control of the master of the 
tug, because a tug is in entire charge 
of the make-up of the tow. (The Mar- 
garet Irving, 47 F. 2d 250.)” 

The question therefore arose whether 
the master of the tug was, in fact, guilty 
of actionable negligence in electing to 
proceed with the Raleigh to Norfolk 
without further investigation as to the 
damage caused her, and the probability 
of the voyage further opening her seams, 
etc.; “in other words, whether ordinary 
prudence did not require such further 
investigation and a decision to abandon 
the trip, to leave the Raleigh at anchor, 


NORTH AMERICA PENSION PLAN 





Will Affect All Employes of the Six 
Companies in Group; Includes 
32 Service Offices 

Adoption of a new pension plan cover- 
ing all employes, including officers, of 
the Insurance Company of North Amer- 
ica and other companies of the North 
America Group, by the stockholders of 
the North America and its affiliated 
companies, is announced by John A. 
Diemand, president of the Insurance 
Company of North America. Though 
the North America has had a pension 
fund for eighteen years, it covered prin- 
cipally head office employes. 

Under the new pension system, which 
provides for an irrevocable trust, all em- 
ployes of the North America companies’ 
thirty-two service offices in the United 
States and Canada, as well as_ head 
office employes of the companies, are 
covered. North America Group com- 
panies are Insurance Company of North 
America, Indemnity Insurance Companv 
of North America, Alliance of Philadel- 
phia, Philadelphia Fire & Marine, Na- 
tional Security and Central of Balti- 
more. 

This new plan provides pensions at 
age 65 for men and at age 60 for wo- 
men, after a minimum of twenty years 
of service. The maximum pension, in- 
cluding governmental payments, is 60% 
of average base salary for a specified 
period with a minimum allowance from 
the trust fund of $65 a month. 





MD. AGENTS MEET IN NOV. 


The board of directors of the Mary- 
land Association of Insurance Agents, of 
which Presley D. Bowen, Baltimore, is 
president, has decided to hold the sev- 
enth annual convention this fall. How- 
ever, because of conditions prevailing, it 
will be a one-day gathering to take place 
in Baltimore in the early part of No- 
vember. The committee planning the 
event is composed of William M: Scott. 
chairman; Ralph G. Bittle, Carroll Craw- 
ford, George I. Gardiner, Jr., Avery W. 
Hall, F. Albert Roloson and Guy T. 
Warfield, Jr. The Maryland General 
Insurance Agency, Inc., Hagerstown, 
Md.; the Fred A. Hart Co., Baltimore, 
and Clarence M. Melvin, Millineton, 
Md., have been elected members of the 
association. 





and to report the collision and her con- 
dition to his superiors.” 

There was little outward evidence of 
serious damage to the Raleigh. But the 
court found it unnecessary actually to 
decide whether or not prudence should 
have dictated to the master not to pro- 
ceed with the Raleigh, because the tug’s 
master alone was responsible for any 
damage which was the proximate result 
of the collision; and since it was not 
possible to segregate or to identify such 
additional damage as might have been 
caused by the voyage, the latter must 
be treated as a natural consequence of 
the tug master’s initial fault, for which 
he must stand responsible: Decree was 
ordered to conform with this opinion. 
The Raleigh, Md. D. C., 50 F. Supp. 
961. 
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Marine Office Publishes 
Service Men’s Bulletin 

WINIFRED WYLIE IS THE EDITOR 

“Marine Office in Uniform” Also Covers 


News of U. S. P. & I. Agency and 
S. D. McComb & Co. 








“Marine Office in Uniform” is the title 
of the new bulletin now being published 
weekly by the Marine Office of America 
for members of the organization now in 
the armed forces. It succeeds “Service 
News Exchange,” a mimeographed paper 
which the office has issued for the past 
ten weeks. 

The bulletins include news of the 
U. S. P. & I. Agency, Inc. S. D. Me- 
Comb & Co., and the Associated Aviation 


























Underwriters as well as of the Marine 
Office and its four branches located in 
San Francisco, Seattle, New Orleans and 
Chicago, and the twelve service offices. 

Distribution is made weekly to em- 
ployes in the several offices of these or- 
ganizations and to their men and women 
serving in the armed forces. The idea 
of the bulletin was introduced by Pfc. 
Dudley Bond, serving in Iran, who wrote 
to Manager Samuel D. McComb and As- 
sistant Manager Owen C. Torrey of the 
Marine Office, asking for news of his 
former associates. Mr. Torrey, who 
served as a lieutenant in the army air 
force in the first World War, was sym- 
pathetic to the request for news of the 
members of the office, and accordingly 
“Service News Exchange” was inaugu- 
rated. 

Mrs. Wylie Is Editor 


Mrs. Winifred Wylie, Mr. Torrey’s 
secretary, whose husband, Lieutenant 
William J. Wiley is serving overseas in 
the army engineers; is editor of the 
paper, assisted by a committee of office 
members. 

A feature of the new printed bulletin 
is the masthead with sketches of three 
men in uniform, representing the army, 
navy and marines. The official seal of 
the Marine Office also is shown. 

Messrs. McComb and Torrey follow 
the developments of the war-born news- 
paper, supervising problems relating to 
censorship for military purposes. Mrs. 
Wylie, the editor, has received many ex- 
pressions of appreciation of the bulletin 
and the executives and employes of the 
organization are convinced that its re- 
ception compensates for the work in- 
volved. 

A collection of snapshots of men and 
women in the service is to be displayed 
on the bulletin board of the office at 
116 John Street, New York City. 
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Penna. Casualty Now in 
Strengthened Position 


VAN HORN EXECUTIVE ¥. OF: 


Commercial Credit Co. Puts $3,000,000 
in Company After Private Audit; 
Several New Officers Named 


Baltimore 
Pennsyl- 


Credit Co. of 
$3,000,000 to 
which it 


Commercial 
has contributed 
vania Casualty Co., 
strengthening the re- 


owns, for 
the purpose of 
serves and increasing the surplus of the 


H. L. VAN HORN 


was made follow- 
Pennsylvania 
direction of 


company. This move 
ing a private audit of the 
Casualty, undertaken at the 
its parent company, and it is now felt 
that with the very considerable adjust- 
ments made, a sound financial condition 
has been established. 

Important changes in the official fa- 
mily of Pennsylvania Casualty have also 
been made, chief among them being ap- 
pointment of H. L. Van Horn as ex- 
ecutive vice president succeeding Voris 
Lyons who is no longer connected with 
the company. Mr. Van Horn, who has 
already taken over active management, 
has been with Joseph Froggatt & Co., 
Inc., insurance accountants and actuaries, 
for nearly fifteen years. 

E. C. Wareheim, executive vice presi- 
dent of Commercial Credit, continues as 
president and N. O. Dubson continues 
as vice president. 

Wilson and Sheehan Vice Presidents 

William A. Wilson, formerly Okla- 
homa general manager for the Com- 
mercial Standard of Texas, has been 
appointed vice president to supervise 
agency and production activities, oe 
J. D. Sheehan is similarly promoted and 
takes over handling of underwriting. 
Previously he was with the Bankers In- 
demnity for ten years or more. 

F. D. Cunningham, who has been with 
American Surety for the past seventeen 
years in a responsible claims capacity, 
has been named secretary in charge of 
the wg? _ claim department suc- 
ceeding Heaton. W. A. S. Gamble 
of the A lbesthners: Credit Co. has been 
appointed treasurer succeeding Walter 
Kramer. 

Van Horn’s Background 

H. L. Van Horn, new executive vice 
president, has held managerial posts 
with Joseph Froggatt & Co., Inc., in 
Chicago, Philadelphia and Newark and 

(Continued on Page 37) 


Experience Credits Rise 
On Various B.& B. Bonds 


TOWNER BUREAU CHANGES 


Stock Brokers and Banks Qualified for 
Such Credits Where Loss Experience 
Justifies; Effective Nov. 1, 1943 


Towner Rating Bureau announces that 
as of November 1, 1943 the experience 
rating plan applicable to certain bank- 
modified in 
order to provide increased experience 
credits to all B.B.B. insureds whose loss 
experience qualifies them for such in- 
creased credits. This change is ap- 
ere to forms 2, 5 revised, 8 revised, 

2, 14 revised, 19 revised, 21 and 24, and 
ata 3 when written as excess over 
forms 2, 8 revised or 24. Those bene- 
fitting by the changes made, which fol- 
low, are commercial banks, trust com- 
panies, savings and investment banks 
and stock brokers. 

It is stipulated by the Towner Bureau 
that pro rata refunds due on existing 
bonds shall be allowed insureds at the 
next anniversary date of existing bonds. 
Only exception to this rule is the allow- 
ance of such refunds at “date of change” 
as set forth in the last paragraph below. 

Reduction of Computed Premium 

All insureds whose bonds have an an- 
niversary date on or after November 1, 
1943 up to and including January 1, 
1944 and whose experience credits have 
already been promulgated by Towner 
Bureau are entitled to have the com- 

(Continued on Page 37) 


ers and brokers bonds is 


C. W. FRENCH’S MILESTONE 
Seaboard Surety Staff to Honor Him 
At Party Nov. 8 on Tenth Anniversary 
As President of Company 
A staff party will be given next Mon- 
day afternoon, November 8, in honor of 
C. W. French, president of Seaboard 


C. W. FRENCH 


who will observe his tenth an- 
as head of the company on 


Surety, 
niversary 
that day. 

Mr. French has been a popular chief 
executive and has demonstrated leader- 
ship qualities in guiding the Seaboard 
Surety since the depression ’thirties. 
The company has made a steady increase 
in assets, surplus and premium volume. 
Consistently its underwriting operations 
have produced a profit, the record show- 
ing that during the ten years ending in 


(Continued on Page 37) 
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FOR LUCK! 


O need for your prospects to put all their faith in this 
N° old superstition. Supply them with real protection 
through a contract with General Accident or Potomac. These 
organizations are admirably equipped to meet the needs of 
your assured for complete Casualty... Accident and Health... 
Fire...and Marine insurance. 


AGENCY DEPARTMENT 
GENERAL BUILDINGS 


PHILADELPHIA 








Heard Counsels Support 
Of Congressional Bills 


SPEAKS IN NEW HAMPSHIRE 

Says Insurance Asks no Special Privi- 

ledge; Tells Casualty Research Plans; 
Commends Compensation Program 


Intelligent use of the influence of the 
insurance industry in support of the 
bills now before Congress to insure re- 
tention of state supervision of insurance 
was advocated by Manning W. Heard, 
vice president, Hartford Accident & In- 
demnity Co., in his address before the 
annual meeting of the New Hampshire 
Association of Insurance Agents at 
Manchester, November 2. 

Speaking on the subject, “Looking into 
the Future,” Mr. Heard told of the need 
for consumer research to determine what 
the consumer needs and said that the 
business has not been sufficiently con- 
sumer conscious or public relations con- 
scious, 

_ “There is, however,” he said, “a grow- 
ing recognition of the need of research 
within the industry as a concomitant of 
public relations program, and the Asso- 
ciation of Casualty & Surety Executives 
has just recently authorized its staff to 
establish a research division with ulti- 
mate objectives of a broad and extensive 
nature. 

Casualty Research Bureau 


_ “We say ultimate because such ob- 
jectives will be retarded in attainment 
in view of the acuteness of the personnel 
problem. We see in the future the neces- 
sity for constructive, well executed and 
sustained public relations programs in- 
volving an intelligent attempt compre- 
hensively to determine the insurance 
needs of the public and an equally in- 
telligent effort to supply them.” — 

Mr. Heard said that the agents have 
been encountering increasing and more 
effective competition from mutual com- 
panies, and it must be recognized that 
the cost of insurance is fast becoming a 
more important competitive factor. He 
said most agents and companies have 
come to the realization that the value of 
the services of an agent can be justified 
and stock insurance sold in competition 
with mutual companies in an increasing 
number of instances only if the differ- 
ential in the cost of insurance is not too 
great. 

_ “That differential becomes more prom- 
inent, important and decisive as the risk 
increases in size,” he said, “and the 
necessity for the reduction of such dif- 
ferential on the larger risks is no longer 
the subject of dispute in most agency 
and company quarters. A most impor- 
tant and far-reaching step has _ been 
made to that end by the adoption of the 
recent workmen’s compensation insur- 
ance rating plans involving a gradation 
of company expense and acquisition 
costs. It is an important step competi- 
tively and since it is in the public in- 
terest it meets the public relations test. 
These rating principles or principles hav- 
ing an equivalent end result should be 
extended to the larger risks of the other 
lines of casualty insurance. , 
Will Increase Producer’s Income 

“At first blush it would appear that 
the adoption of such rating plans would 
mean a reduction in the producer’s in- 
come. I am confident, however, that 
this should not and need not be true. 
On the contrary such plans can be used 
to increase the producer’s income. 7 hey 
expand his market, they furnish fim 
means to recapture business which has 
been lost because of the old price dif- 
ferential, and they place him in a posi- 
tion to hold business which he would 
otherwise lose because of price com- 
petition. 

“Looking into the future, we sce 4 
need for lowering the cost of insurance 
on the larger risks by making such ad- 
justments in our present methods of | at: 
ing as may prove justifiably necessary. 

Mr. Heard said one important prob!em 


(Continued on Page 42) 
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MORE BOILER CONVERSATIONS 





N. Y. Department Withholds Action; 
National Bureau and Spokesmen for 
Independent Companies Confer 
Further conversations looking toward 
a settlement of existing differences in 
the boiler and machinery insurance field 
are now under way and while the New 
York Insurance Department is continu- 
ing to assemble statistics based on its 
rec nt questionnaire to boiler writing 
conipanies as to data on inspections, no 
immediate action is contemplated by the 

Department. 

Conferences are being conducted by 
General Manager William Leslie of the 
National Bureau of Casualty & Surety 
Underwriters and representatives of the 
Hartford Steam Boiler and the Employ- 
ers’ Liability. It is reported that some 
healway toward adoption of a uniform 
manual for New York State and possibly 
the whole country has been made. 

The two independent companies and 
then the National Bureau on behalf of 
its member companies last August noti- 
fied the Department that they were put- 
ting into effect their respective manuals 
filed last spring without departmental 
sanction, after they had failed to agree 
on a joint undertaking in compliance 
with the Department’s insistence that 
a uniform manual be adopted. 

No time limit has been set by the 
Department as to when it will take any 
action unless agreement is reached. The 
Department is said to believe that the 
competitive moves have forced the rates 
down to an inadequate level. 





TO HEAR W. D. O’GORMAN 


William D. O’Gorman, vice president 
of O'Gorman & Young, Inc., prominent 
Newark agency and immediate past 
president, New Jersey Association of In- 
surance Agents, will be guest speaker at 
the November 8 luncheon meeting of 
Casualty Underwriters Association of 
New Jersey which will be held at Down 
Town Club, Newark. 


Penna. Casualty 
(Continued from Page 36) 





Late News 


Lester F. Beck, who has been head of 


the Navy Department’s insurance di- 
vision, will join the Pennsylvania Casu- 
alty December 1 as vice president. 





just prior to joining Pennsylvania Cas- 
vualty he was manager of the Froggatt 
office in Newark. His company experi- 
ence was obtained bas the Western 
Surety of Sioux Falls, S. D., from June, 
1925 to January, 1929, ite was auditor 
of that company when he resigned to 
join the Froggatt Co. He and Dan 
Kirby, president of Western Surety, 
studied law together and were admitted 
to practice in South Dakota in 1928. 
Mr. Van Horn holds the C.P.A. degree 
in New York State and Michigan. He 
was graduated from Yankton College 
of Yankton, S. D. with B.A. degree, 
having specialized in history and eco- 
nomics. 

After giving effect to the new money 
which was paid in last week, the audi- 
tor’s report shows admitted assets of 
$7,450,950, capital of $1,000,000 and sur- 
plus of $723,468. A further credit to 
surplus will be obtained from a very 
substantial amount of premium items 
over ninety days past due, deducted 
from admitted assets in accordance with 
insurance laws, but which amount the 
auditors state, will undoubtedly greatly 
exceed the actual loss which Pennsyl- 
vania Casualty will sustain through in- 
ability to collect. 

The audit shows reserves of $2,513,000 
for claims, $496,000 for adjustment ex- 
penses, $2,204,000 for unearned and de- 
posit premiums, and $378,000 for com- 
missions. Total liabilities are calculated 
at $5,727,000, which compares with lia- 
bilities of $2,482,000 reported in the De- 
cember 31, 1942, annual statement. 

Headquarters of the company will con- 
tinue in Baltimore. 


PAYMENT BONDS REQUIRED 





Army Engineer Corps Order Applies to 
Lump Sum or Unit Price Contracts 
of $2,000 or More 


Colonel E. B. Houseman, who is 
acting chief of contracts and claims, 
administration division, War Depart- 


ment’s Corps of Engineers, has notified 
all field agencies in circular letter No. 
2572 of a modification of instructions 
relating to the furnishing of payment 
bonds, stressing that such bonds will 
hereafter be required on all lump sum 
or unit price construction contracts ex- 
ceeding $2,000 in amount. Reason given 
for this change, which comes as good 
news to surety companies is “in order to 
expedite the flow of materials to con- 
struction contractors and to _ provide 
them with credit satisfactory to mate- 
rialmen.” 

Previously payment bonds were left 
to the discretion of division engineers. 
Hereafter, they will have no authority 
to waive such bonds. Colonel House- 
man points out that modification of the 
instructions became necessary “in view 
of complaints received from _ subcon- 
tractors and materialmen in cases where 
the payment bond | had been waived by 
division engineers.” 





Experience Credits 


(Continued from Page 36) 

puted premium for the above-captioned 
forms of bonds reduced by the increased 
credit. This new increased credit shall 
be ascertained by doubling the credit 
promulgated by the Bureau for all such 
bonds having an anniversary date on 
or after November 1, 1943 up to and 
including January 1, 1944. For example, 
promulgated credits of 20% are increased 
to 40%, promulgated credits of 15% are 
increased to 30%, etc. Insureds for 
which the Bureau has promulgated “no 
credit” shall not be entitled to any in- 
creased credit. 

An additional 


credit shall be allowed on all 


C. W. French 


(Continued from Page 36) 

1942 it totaled $2,961,000 while earned 
premiums in this period amounted to 
$14,013,000. Total admitted assets as of 
June 30, 1943, were $7,805,226, which was 
a gain of $734,881 since December 31, 
1942, Voluntary reserve has been raised 
to $2,261,770 compared with $1,406,401 at 
the year-end; and policyholders’ sur- 
plus stood at $5,261,770 as of June 30, 
1943, which represents its highest point 
in the history of the Seaboard. 

President French joined the company 
on June 1, 1930 as vice president after 
sixteen years’ service with the Royal In- 
demnity. Well versed in field problems, 
having been Chicago branch manager 
for the Royal, he has always maintained 
as Seaboard’s Surety’s leader a friendly, 
personal interest in producers of his 
company. His election to presidency of 
the company came in 1933. 


bonds referred to under the previous paragraph. 
The percentage of experience credit which the 
insured was actually receiving on October 31, 
1943 shall be applied to that portion of the 
premium computed at straight manual rates 
covering the period from November 1, 1943 to 
the anniversary date. The amount ascertained 
shall be allowed at the anniversary date follow- 
ing November 1, 1943. 

For all insureds whose bonds have an anni 
versary date on or after November 1, 1943 and 
whose experience credits have not yet been pro- 
mulgated by the Bureau, it is suggested that the 
experience be submitted on Form 102 sixty days 
betore the next anniversary date. The Bureau 
will promulgate the experience rating applicable 
at the next anniversary and advise the percent 
age of experience credit, if any, which the in- 
sured is entitiea to have applied to that portion 
of the computed premium covering the period 
from November 1, 1943 to next anniversary date. 

If, prior to nxt anniversary date, the insured 
des‘res to increase its bond or broaden its cov- 
erage or both. either by rider or new bond or 
bonds, the experience on Form 102 for the five 
year experience period preceding the date of 
change must be submitted to the Bureau. The 
Bureau will promulgate the experience rating 
applicable to the increased or broadened cover- 
age and advise the percentage of experience 
credit, if any, which the insured is entitled to 
have applied to that portion of the computed 
premium covering the period from November 1, 
1%43 to the date o1 change. 
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Beck Issues Instruction Manual 
For Insurance on Navy Projects 


Lester F. Beck, chief of the insurance 
division of the Office of Procurement 
and Material of the United States Navy 
Department, has issued a printed manual 
of instructions to assist navy personnel, 
contractors, insurance advisers and un- 
derwriters in the handling of insurace 
under navy contracts. It is prepared in 
loose-leaf form and as changes or addi- 
tions are made, revision sheets will be 
mailed to holders of the manual. . 

Persons requiring copies of the man- 
ual may address requests to the division 
at 718 Eighteenth Street N. W., Wash- 
ington 25, D. C. 

The division is set up into four ad- 
ministrative sections in consonance with 
the organization of the Navy Depart- 
ment as follows: (a) Policy Forming; 
(b) Shipbuilding (Bureau of Ships, Coast 
Guard); (c) Construction (Bureau of 
Yards and Docks); (d) Aeronautics, 
Ordnance and Miscellaneous (Bureaus 
of Aeronautics, Ordnance, Supplies and 
Accounts). 


Maximum Hazard not Insured 


Mr. Beck explains that it is the in- 
tent of true-cost and cost-plus-a-fixed- 
fee contracts that allowable costs of 
and certain risks attending the work 
undertaken by contractors are to be 
assumed by the Government and ac- 
cordingly no attempt is made to insure 
the maximum hazard or exposure to loss. 
He says that self-insurance by the con- 
tractor of third party liability risks will 
not be encouraged although considera- 
tion will be given thereto if the works 
under contract with the department can- 
not be separated from commercial work 
or fixed price work being performed in 
the same plant. 

The limits of liability and the kinds 
of insurance specified, he says, are not 
intended to cover catastrophe hazards 
or those hazards for which the Govern- 
ment provides no insurance; losses due 
to such hazards are reimbursable to the 
contractor. He says that the insurance 
requirements “are based primarily upon 
the desirability of obtaining for con- 
tractors and the Government the ex- 
perienced service facilities of insurance 
carriers, particularly expert safety, in- 
vestigative and claims service.” 


Required Coverages 


Required coverages include workmen’s 
compensation or employer’s liability, oc- 
cupational disease, automobile bodily in- 
jury and property damage, comprehen- 
sive public liability including bodily in- 
jury liability and, under certain circum- 
stances, property damage liability in- 
surance. Policies affording such insur- 
ance shall have the war projects rating 
plan endorsement and other required 
war projects insurance rating plan en- 
dorsements attached thereto. 

The war projects insurance rating 
plan, says Mr. Beck, is, in effect a cost- 
plus-a-fixed-fee contract for insurance. 
It will be applied on all Navy Depart- 
ment contracts where the cost of work- 
men’s compensation and liability insur- 
ance is a direct item of expense to the 
Government, except where prohibited 
by statute or where insurance arrange- 
ments have not only been perfected and 
approved «but the performance of the 
contract is so nearly completed that 
changes in insurance arrangement would 
be inadvisable. Contractors and subcon- 
tractors whose combined estimated an- 
nual premiums amount to less than 
$5,000 but more than $500 in the aggre- 
gate will not be required to purchase 
insurance under the rating plan but will 
employ the competitive bid basis now 
used by the Department. 

On the subject of the chosen insur- 
ance adviser, the Navy’s manual says 
that he may not, with respect to in- 
surance under the rating plan, be em- 


vloyed by or receive any remuneration 
directly or indirectly from the carrier 
but it is permissible for the adviser to 
veceive commissions earned in the place- 
ment for the contractor and subcontrac- 
tors of kinds of insurance not required 
to be written on the rating plan. 


Projects Outside of Continental U. S. 


As to projects situated outside the 
continental United States, the manual 
states that inasmuch as the opportuni- 
ties for an adviser to service such a 
contract is limited, it is discretionary 
with the contractor and the officer in 
charge whether or not to appoint such 
an adviser. If it is determined that an 
adviser can render valuable assistance 
on projects within the United States, 
such an appointment may be made, but 
the fees paid shall be one-half the 
standard fees shown in the insurance 
service agreement and the percentage 
of premium base shall be reduced ac- 
cordingly, 

“Since the insurance adviser is acting 
in the capacity of adviser only,” the 
manual says, “no authority is delegated 
to him to issue orders for insurance or 
to give final approval of binders, poli- 
cies, service agreements, audits, premium 
statements, losses, loss reserves or any 
matters requiring the approval of the 
authorized representatives of the Navy 
Department.” 


Reinsurance Arrangements 


On the question or reinsurance, the 
manual says each statement shall set 
forth the exact manner in which rein- 
surance will be arranged, including net 
amount retained by the primary carrier, 
the names of all reinsurance carriers 
and the amounts accepted by each. In 
the event the reinsurance is not in a 
domestic reinsurer, it is not necessary 
to divulge the names, nature or loca- 
tion of the risk unless or until a loss 
occurs. Each statement must contain an 
undertaking by the carrier that no re- 
duction or cancellation of reinsurance 
will be effected without thirty days 
notice to the insurance division. A copy 
of the most recent financial statement 
of each such reinsurer should accom- 
pany each such letter. 


Extra Hazardous Contracts 


The scale of fixed charges of the 
rating plan endorsement may not be 
increased except in the case of contracts 
deemed by the Department to be extra 
hazardous by reason of the fact that 
they call for the handling of explosives 
or dangerous chemicals. In such case, 
the Department may permit the scale 
of fixed charges to be increased by a 
sum not exceeding 2% of the standard 
premium; may assume the catastrophe 
risk itself, thus obviating necessity for 
explosives reinsurance, or may call for 
competitive bids in respect to the scale 
of fixed charges only. 

With respect to inspection of boilers, 
the manual says: 

“In. accordance with the principle of 
self-insurance or of noninsurance of 
Government property, no indemnity for 
damage to Government-owned boilers, 
damage to property of third persons or 
injury to third persons as a result of 
the operation of such boilers is deemed 
desirable. Inspection service has been 
arranged on an inspection-per-unit basis 
with three leading companies and may 
be secured from any qualified companies 
on the same basis.” 

The companies named are the Hart- 
ford Steam Boiler, Travelers and Fi- 
delity & Casualty. 





J. K. DENNIS ON P. C. TRIP 


Joseph K. Dennis, superintendent of 
agents, commercial A. division, 
Continental Casualty, is on a Pacific 
Coast trip. He was in Los Angeles last 
week and in San Francisco this week. 


GENERAL RE. IN AD CAMPAIGN 


Will Feature in Newspapers Public Serv- 
ice of Insurance Companies; Doremus 
Handles Account 

General Reinsurance Corp. has opened 
an advertising campaign in newspapers 
to help bring about a wider appreciation 
of the public service rendered by insur- 
ance companies in the daily conduct of 
their business. A series of insertions, 
which will tie in with the armed serv- 
ices and wartime production, will em- 
phasize the benefits which inure to all 
from the safety, preventive, educational 
and other activities of these companies. 
Doremus & Co. is the advertising agen- 
cy handling the account. 

Referring to the campaign, E. H. 
Boles, president of General Reinsurance, 
pointed out that if these messages can 
help to win a few more friends for the 
definite support of private capital in the 
insurance business, “we will feel that we 
have made a useful contribution to a 
most worthy cause.” 

Copy for the first insertion calls at- 
tention to the ceaseless efforts of fire 
insurance companies to rid cities of fire 
hazards, as a result of which the aver- 
age cost of fire insurance has been re- 
duced by 35% in the last thirty years. 
The preventive work of these companies 
is likened to that of the army engineer 
crew which is shown clearing land mines. 





St. Louis Casualty Men 
Elect McNeil President 


C. W. McNeil, St. Louis manager for 
the American Surety Co., was elected 
president of the Casualty. & Insurance 
Underwriters Association of St. Louis at 
the annual meeting of that organization 
last week. 

Other officers are: Vice president, E. 
A. Luther, manager, National Surety 
Corp., and secretary-treasurer, Fred H. 
Doenges, manager, Fidelity & Deposit 
Co. Members of Executive Committee: 
Henry A. Bush, manager, United States 
Fidelity & Guaranty Co.; Howard Blair, 
manager, Aetna Casualty & Surety Co.; 
John L. Patterson, manager, Massachu- 
setts Bonding and Insurance Co.; Karl 
Nordyke, manager, Travelers Insurance 
Co., and Harold Gee, manager, Metro- 
politan Casualty & Insurance Co. and 
Commercial Casualty Insurance Co. 





Chicago Surety Claim Ass’n 
Headed by R. S. Joyner 


The newly formed Chicago Surety 
Claims Association held its first meet- 
ing October 7 with C. Vernon Thomp- 
son, assistant state’s attorney of Cook 
County, as guest speaker. He discussed 
handling of embezzlement and forgery 
prosecutions. 

Chairman of this association is R. S. 
Joyner of Maryland Casualty’s Chicago 
office and secretary-treasurer is R. W 
Maeser, Fidelity & Deposit attorney. 
Committee on program arrangements 
consists of Herbert Schmidt, National 
Surety Corp.; £. J. Ptacek, United 
States F. & G,, and A. H. Jacoby, Aetna 
Casualty & Surety. 





CHANGES IN KANSAS CITY 


Frances —_ Named Surety Sup’t of 
U. S. F. & G., Opal King Succeeds 
Her in Mass. Bonding 
Changes in Kansas City bonding of- 
fices have been announced as follows: 
Miss Frances Kipke, who has been su- 
perintendent of the bond, burglary, plate 
glass and agency departments of the 
Massachusetts Bonding branch in that 
city, has resigned to become surety su- 
perintendent in the Kansas City branch 

of US: EF. & G. 

The appointment of Miss Opal King 
as successor to Miss Kipke has been 
announced by F. Glenn Packwood, Mass- 
achusetts Bonding manager. For the 
past seventeen years Miss King has 
been with R. B. Jones & Sons, Inc., in 
underwriting and administrative capaci- 
ties. 
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Jimmy Durante, the famous Schnoz- 
zle, says the only reason he won't grow 
a mustache is that you couldn’t expect 
it to grow with the awning down all the 
time. 

x *# * 

Henry Eisenreich, inland marine un- 
derwriter at the Thomas J. Hozan 
Agency, New York, says “I only believe 
half I read and nothing I hear in a 
locker room.” (Since when do you read 
there, Hank, ask we.) 

‘ 

Abe Martin says: “When a woman 
insists ‘I don’t wish to mention any 
names,’ it h’ain’t necessary.” 


A customer complained to a_ local 
butcher about finding a slice of an inner 
tube in a sausage. Quickly the butcher 
responded: “Lady, your discovery again 
roves that the motor car is replacing 
the horse.” 

* ok & 

And since this column is in a quoting 
mood, Somebody-or-Other once said: 
“A girl may wear a golf outfit without 
knowing how to golf; she may wear a 
bathing suit when she can’t swim; she 
can wear a riding habit and be afraid 
of horses; but when she puts on a wed- 
ding gown she means business.” 

* * 


On a recent “Information Please” 
broadcast, the question was asked: 
“What’s missing from hair tonics?” and 
F.P.A. answered “Hair.” 

x ok ok 

Barrister: “Gentlemen of the jury, the 
driver of this car has stated that he was 
only going ten miles an hour. Think 
of it. The prolonged agony of my poor, 
unfortunate client, the victim of a car 
driven so slowly over him.” 


—MERVIN L. LANE. 





Standard Stresses Selling 


of Miscellaneous Lines 

Standard Accident of Detroit in a pro- 
duction letter from its advertising de- 
partment to all agents of the company 
calls special attention to the sale of the 
so-called miscellaneous lines. 

It is stressed therein that “these are 
times when agents must look around for 
business, and business is to be had pro- 
viding you look in the right places.” For 
many years, the letter states, agents have 
been unable to see the forest for the trees. 
Because automobile and some of the larger 
lines came so easily, the smaller, lesser 
or miscellaneous lines were neglected 
Right now is the time to solicit personal 
accident, comprehensive personal liability, 
residence and outside theft, fidelity, check 
forgery, glass breakage, etc. ; 

Standard’s 1943 trade paper advertising 
program is keyed to its production pro- 
gram, the lines featured in its advertising 
being the subject of the releases in the 
business building bulletins. 





Transfers Walker to Boston, 
Mitchell to St. Paul Branch 


W. Paul Walker, underwriter at the 
Minneapolis office of the Aetna Casual- 
ty & Surety Co., has been assigned to 
the Boston office as superintendent of 
the compensation-liability department. 
Thomas K. Mitchell, superintendent of 
the compensation- liability department at 
the Boston office has been transferred 
to the St. Paul office, where he will 
have charge of the underwriting o all 
casualty lines. He succeeds E. C. Nel- 
son, who recently entered military -°rv- 
ice. 

Mr. Walker became associated vith 
the Minneapolis office in 1922, as a ©as- 
ualty underwriter. Mr. Mitchell ned 
the Aetna in 1934, and after comple ing 
a casualty training course at the home 
office was assigned to the Minneai olis 
= in 1935, and the -Boston- office in 
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MULTIPLE LINE SELLING 
MULTIPLIES AGENT’S INCOME 


Here is an actual example of multiple-line salesmanship by an agent 
who has represented the Aitna Companies for thirty years. Some years 
ago, he sold an automobile policy to a doctor. Subsequently he sold this 
doctor, and members of his family, many other forms of insurance 
protection, and became the doctor’s trusted advisor on 


ALL INSURANCE MATTERS. 


FIRST YEAR 


AUTOMOBILE 


LIABILITY AND 
PROPERTY DAMAGE 


ANNUAL PREMIUM 


$49.80 


FIFTH YEAR 
HEALTH 


VERSATILE AGENT 
SELLS ANOTHER 


ANNUAL PREMIUM 
$112.50 


NINTH YEAR 


HIS 


ANNUAL PREMIUM 


$112.20 


SECOND YEAR 
ACCIDENT 


STRONG COVERAGE 
SOLD THIS YEAR 


ANNUAL PREMIUM 


$102.00 


SIXTH YEAR 
FE RE 
AND C 


RESID 


ANNUAL PREMIUM 
$458.50 


TENTH YEAR 
LIABILITY 


ON Pp 


ANNUAL PREMIUM 


$56.28 


THIRD YEAR 


MALPRACTICE 


ANNUAL PREMIUM 


$21.00 


SEVENTH YEA 


AUTOMOBIL 


R 


f 


ANNUAL PREMIUM 


$126.70 





ELEVENTH YEAR 


AUTOMOBILE 


THIS 


SECOND SON'S CAR 


ANNUAL PREMIUM 


$112.20 





FOURTH YEAR 
LIFE 


ANNUAL PREMIUM 


$816.00 


EIGHTH YEAR 


£10 


ANNUAL PREMIUM 


$4,485.00 


TWELFTH YEAR 


i 


‘ante wr 
IN LIVE 


TWO 
ANNUAL PREMIUM 


$1,000.00 





AFFILIATED A TNA LIFE 


ATNA LIFE INSURANCE COMPANY 
AUTOMOBILE INSURANCE COMPANY 








From one client, total premiums of $7,812 annually in tna multiple 

lines. A true case from the ‘tna files, this record of customer develop- 

ment clearly illustrates the advantages of representing a multiple-line 

insurance organization — an organization equipped to provide for all 
of a client’s insurance and bonding needs. 


HARTFORD CONNECTICUT 





COMPANIES 


ZETNA CASUALTY & SURETY COMPANY 
STANDARD FIRE INSURANCE COMPANY 
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COMPENSATION RATES REDUCED 





New Jersey Rating & Inspection Bureau 
Adopts 2.7% Reduction in Rate Level; 
* Approved by Department 

The governing committee of the Com- 
pensation Rating & Inspection Bureau 
of New Jersey has adopted and the 
Commissioner of Banking and Insurance 
has approved a reduction of 2.7% in 


level of rates to become effective De- 
cember 31, 1943, according to an an- 


nouncement to member companies by 
Bernard Hamilton, chairman of the 
bureau. 


Vessels, chemical and per capita classi- 
fications are not affected. The reduc- 
tion in rate level includes an increase 
of 1% in the expense ratio to give con- 
sideration to the payment to the secur- 
ity funds which will be necessary in 
1944. The new rate level will contem- 
plate a permissible loss ratio of 58.3%. 

In order to facilitate the preparation 
of policies effective December 31 and 
thereafter, a mimeographed copy of the 
rates and rating values for the standard 
list of basic manual classifications avail- 
able in New Jersey, the New Jersey ex- 
ception classifications and the special 
rules of procedure have been forwarded 
to the companies. 

Mr. Hamilton points out that the cus- 
tomary rule of requiring cancellation of 
any policy written at the incorrect level 
of rates for effect December 31 and 
thereafter will be followed and all pol- 
icy-writing offices should be so advised. 





New Comp. Rating Plan Up 
For Decision Before Agents 


The executive committee of the Min- 
nesota Association of Insurance Agents 
will soon receive a report of a special 
committee named to study the new com- 
pensation insurance rating plan. The 
special committee, headed by Lyle Mc- 
Kown of Wirt Wilson & Co., Minne- 
apolis, met last week and had as speak- 
ers Charles Haugh, actuary, National 
Bureau of Casualty & Surety Under- 
writers, and Jerry Barton, Hartford A. 
q@ i. 

President Armand Harris, Past Presi- 
dent R. A. Thompson and Secretary 
Frank Preston of the state association 
also sat in, along with representatives 
of Marsh & McLennan, Chas. W. Sex- 
ton & Co., Wirt Wilson & Co. and the 
Kenney Co., St. Paul, all of which are 
large workmen’s compensation writers. 

At its annual meeting the Minnesota 
association criticized the new rating 
plan and an attempt to endorse it on 
the floor of the convention was defeated. 
It was then voted to name a special 
committee to study the subject and re- 
port to the executive committee. 





INCREASES CAPITAL STOCK 





Associated Indemnity of American-Asso- 
ciated Group Is Now Capitalized 
At $1,000,000 

Recent action of the board of direc- 
tors of the Associated Indemnity Corp. 
of San Francisco, increasing the com- 
pany’s capital from $750,000 to $1,000,- 
000, has just been announced by Chair- 
man of the Board L. H. Mueller. The 
change was effected by transfer of sur- 
plus funds. 

The company’s net surplus and con- 
tingent reserve is now in excess of $2,- 
200,000, according to Mr. Mueller, who 
explained that the increase in capitali- 
zation gives the company a better bal- 


anced financial structure for its gen- 
eral program of expansion. 
Organized in California in 1922, the 


Associated’s assets and premium volume 
reached all-time high marks in 1942. 
The Associated Indemnity and its affili- 
ate, Associated Fire & Marine Insur- 
ance Co., have been members of the 
American-Associated Group since Au- 
i of this year when ownership of the 
California companies was acquired by 
the American Automobile Insurance Co. 
of Saint Louis. 





President Bowen Observes 


Anniversary With Standard 





CHARLES C. BOWEN 


Charles C. Bowen, president of the 
Standard Accident Insurance Co., De- 
troit, received congratulations and good 
wishes of associates and friends on the 
occasion of his thirtieth anniversary 


with the comnany, October twenty- 
second, 
Mr. Bowen started with Standard as 


an apprentice underwriter in 1913. In 
1919 following an experience which in- 
cluded work in all departments of the 
company, he was made secretary, and in 
1926 became vice president and secre- 
tary. In 1936 he was elected president 
of the company succeeding D. M. Ferry, 
Ir, who became chairman of the board. 
In addition to his duties as president 
of Standard Accident, Mr. Bowen is 
president of the Pilot Insurance Co. of 
Toronto, Canada. 





OPPOSES DUST DISEASE BILL 

Frederick S. Kellogg, Jersey City, 
counsel for the New Jersey Manufac- 
turers’ Association, told a joint legisla- 
tive committee conducting a series of 
hearings on revision of the state’s occu- 
pational disease features of the work- 
men’s compensation act, that the manu- 
facturers are opposed to the pending 
bill to list two dust diseases as com- 
pensable because it was believed the leg- 
islation would smother the urge for pre- 
vention. 





W. F. SOMERVILLE’S TALK 


William F. Somerville, secretary, St. 
Paul-Mercury Indemnity, addressed the 
St. Paul Association of Insurance Wo- 
men on November 4. His subject was 
“Comprehensive Liability Insurance.” 


A. N. Butler Talk 


(Continued from Page 30) 


Insurance Accountants Association is to 
continue to thrive as an accountants’ 
association, then the necessarily different 
point of view of the major executive 
does not permit too active participation 
in the conferences and discussions of 
the accountants themselves.” 

Mr. Butler questioned the value of 
discussions and interchange of ideas if 
the accountant has to feel uncomfor- 
tably that he may be expounding views, 
convincingly sound in his own mind, 
which may turn out to be contrary to 
those of one or more of his senior of- 
ficers. “Must you be an amateur diplo- 
mat here, with consequent curtailment 
of free and open discussion?” he asked. 

“Curtailment of free expression can 
never be constructive,” he continued. 
“tf it should develop, then a substantial 
part of what your organization was 
formed for will have been lost. I frankly 
believe that some company top officials 
look upon this association as another 
bureau, and not only do not encourage, 
but actually frown upon any expressions 
here that do not have advance company 
approval. Again, just as frankly, I do 
not believe that such an attitude can 
pronerly be challenged, if by any re- 
motest chance the accountant’s remarks 
can be construed as representing the 
policy of his company or of his senior 
officers. 


Have Own Organization 


“On the other hand, the company ex- 
ecutives have their own organizations, 
at which there are free and open dis- 
cussions of company policies—or resig- 
nations—and if the members of this 
association in their meetings are to ex- 
pound only company policies and not 
personal, views, then it ceases in actual 
fact to be an Insurance Accountants 
Association which provides means for 
discussing subjects of interest and inter- 
changing ideas. It might just as well 
become still another company organi- 
zation or bureau.” 

Bringing up the question of where his 
expressed opinions leave the major or 
senior executive, formerly an accountant 
or chief accountant or comptroller, still 
maintaining association membership and 
still vitally interested in its welfare and 
desirous of advancing its interests, Mr. 
Butler expressed his own plan of con- 
duct as follows: 

“IT have not undertaken, and will not 
undertake at any time in the future, to 
interfere in any way with the free ex- 
pression of ideas or opinions of any 
member of the organization I am con- 
nected with, as they are given at meet- 
ings of this Association. Nor will I 
even indirectly embarrass such free ex- 
pression by injecting myself as a senior 
official into those discussions. 


Continues Interest 


“T shall continue my intense interest 
in the Association’s welfare, but I’ll find 
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It’s paving the way to Victory! . 


and aprons. . 
home front. 


“the American Way.” 








COOPERATION 
is ‘the American Way!” 


who fire the guns, and fly the planes, and sail the ships . . . unstinting 
cooperation between men in uniform, and men and women in overalls 
. faithful cooperation between the fighting front and the 


. eager cooperation between the men 








COOPERATION ong has been a reason why foremost insurance 
companies rely on “AMERICAN RE.” Your company, too, will prefer 


AMERICAN 


RE-INSURANCE CO. - 
99 John Street, New York 7, N. Y. 
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casuatty < 
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NATIONAL SURETY 
CORPORATION 


VINCENT CULLEN 
President 











other ways of demonstrating it. If I 
find myself in disagreement, I’ll so ex- 
press myself—outside of the meetings, 
whether it is finally being: rewarded. 
“The Insurance Accountants Associa- 
tion simply cannot be ignored today. 
The men who by their earnest, tireless 
work have brought this about—all of 
your present and former officers and 
committeemen—are to be sincerely con- 
gratulated. They have earned the grati- 
tude of all insurance accountants. 
Future company executives graduating 
from your ranks, will have mucli to 
thank them for, and certainly will have 
a proper and better appreciation than 
heretofore of the contribution that is 
being given to the companies, to the 
business, and in fact, to the insuring 
public by the insurance accountant.” 





R. J. COSTIGAN GIVES TALKS 


R. J. Costigan, Missouri manager of 
neat Men’s Assurance, whose talk 
“Meeting Objections” has been wide- 
“ig and popularly received, is giving it 
again today (November 5) at the Colo- 
rado State A. & H. Underwriters’ sales 
congress in Denver. He is one of the 
featured speakers on the program. Mr. 
Costigan also talked October 28 before 
the St. Joseph, Mo., Life Underwriters 
Association meeting on “Selling Life !n- 
surance,” 





AUTO THIEVES GUILTY 


After a jury trial running two wecks 
or more in Minneapolis, Arthur «nd 
Robert Gifis were found guilty of oper- 
ating a gigantic automobile theft ring 
in the Twin Cities. During the y: - 
1940, 1941 and 1942, the ring stole $°0,- 
000 worth of cars, according to the ‘cs- 
timony. Three other members of ‘he 
gang pleaded guilty previously. 

Many of the stolen cars were disposed 
of in other states and for this reason 
the men were indicted by a federal 
grand jury’ and tried in federal court. 
Approximately 150 witnesses were cal!cd. 
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SZ . a 
Crile * AFTER YOU SHOO THEM OFF TO BED 


Sit back in that big, soft, easy chair of yours 
and think .. . think about your home. Look 
around the house for a moment, and live again 
its life. 

Remember the day you bought your first 
furniture? It was a thrill, wasn’t it? You 
didn’t even mind the cost. And think of all 
you've added since that first eventful day... 
the silverware, rugs, curtains, kitchen equip- 
ment . . . the linens, books, radio and records. 
And don’t forget your closet full of clothes 
... and your wife’s clothes . . . and the chil- 
dren’s... 

Gee! You've got more than you thought 
you had . . . and it cost you plenty of money. 

Now . . . an important thought . . . are all 
those things that make your house a home 


insured? You think so. You have fire insurance 
on your house. But think again. Does it 
cover the contents of your home? Many, many 
persons either forget to buy fire insurance for 
the contents or fail to adjust such insurance to 
the growing value of their homes year after year. 
These are no times to feed dollars to a fire. 
In addition to buying War Bonds, invest in 
sound insurance... to “‘freeze’’ the security 
of your home . . . to protect your savings . . . 
to give yourself freedom from worry over loss. 
See The Man with the Plan, your local Em- 
ployers’ Group Agent. Let him show you how 
inexpensive sound insurance is. Let him make 
a free analysis of all your protection and give 
you a guiding plan for the fire and casualty 
insurance you need in trying times like these. 


The Man with the Plan brings you News by Cedric Foster 


Sunday evenings over a national hook-up. Consult your radio page for time and station. 











THE 


Employers’ Group 
Fire and Casualty Insurance, 
Including Surety and Fidelity Bonds 


THE EMPLOYERS’ LIABILITY ASSURANCE CORP., LTD. 
THE EMPLOYERS’ FIRE INSURANCE Co. 
AMERICAN EMPLOYERS INSURANCE Co. 


One Liberty Square, Boston 7, Mass. 





The Employers’ Group Man 
is The Man with the Plan 
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Walters Continues Head of 


Public Relations Program 
Fred M. Walters, 
the accident and health department of 
the General Accident, Philadelphia, has 
been reappointed chairman of the pub- 
lic relations committee of the National 
Accident & Health Under- 


superintendent of 


Association of 
writers. 

Mr. Walters 
as chairman of the committee and in his 
last 


had served for three years 


report at the annual convention 


FRED M. WALTERS 

June, expressed his intention of retiring 
from the chairmanship. However, his 
work as chairman had been so valuable 
to the organization that when he showed 
himself reluctant to continue, Homer J. 
Bisch, National Casualty, Toledo, presi- 
dent of the association, withheld appoint- 
ment of a chairman of public relations 
when he announced the appointment of 
the other committees, in the hope of 
persuading Mr. Walters to continue. 

Mr. Bisch now says: “It is with a 
great deal of satisfaction that I was able 
to persuade Fred Walters to continue as 
chairman of this committee. This will 
be his fourth consecutive year and will 
enable him to accomplish the many 
things that he has so ably gotten under 
way. With this appointment, my com- 
mittees are all complete and are func- 
tioning 100%.” 

At the annual meeting of the Inter- 
national Claim Association at Chicago 
in September, Mr. Walters was elected 
chairman of the executive committee of 
that organization. 





“Points for Pedalers” New 
Aetna Cos. Sound Movie 


“Points for Pedalers,” a new sound 
motion picture designed to help more 
than 12,000,000 American cyclists to get 
greater pleasure and mileage from their 
bicycles, has just been produced and 
released by the Aetna Life Affiliated 
Companies. 

Approved by the Bicycle Institute of 
America, the picture shows the vital part 
that bicycles are playing in ‘telieving 
wartime transportation problems. How- 
ever, warning is given that tinless bi- 
cycles are maintained and handled prop- 
erly, accidents will occur. 

“Points for Pedalers,” which runs 
approximately 11 minutes, may be bor- 
rowed without charge from the Aetna 
Companies for showing to schools, PTA 
clubs, civilian defense groups, fraternal 
organizations and_ other interested 
groups. 


J. F. LYDON FOR PRESIDENT 


Heads 1944 Slate of Officers of Accident 
& Health Club of N. Y.; Election 
Took Place November 4 

John F. Lydon, who heads the A. & 
H. department at Ocean Accident’s head 
office in New York, was the choice of 
the nominating committee for president 


JOHN F. LYDON 


Accident & Health Club of New 
York. which was voted on at the din- 
ner meeting November 4 at Hotel 
George Washington, New York. Thomas 
E. McGrath, Connecticut General, was 
the choice for first vice president; 
George C. Hamlin, United States F. & 
G., second vice president; B. Herbert 
Reaves, Phoenix Indemnity, third vice 
president; Edmund A. Smith, Travelers, 
secretary; Edward F. Anderson, Com- 
mercial Travelers Mutual Accident, 
treasurer, and J. F. Bulger, Metropolitan 
Life, assistant treasurer. 

President-elect Lydon has spent his 
entire A. & H. career with the Ocean 
Accident and will celebrate his thirty- 
fifth anniversary with that company 
next April. He is one of the best in- 
formed accident insurance men in New 
York, and is a past chairman of the 
governing committee in the Bureau of 
Personal A. & H. Underwriters in which 
capacity he served two years. He is a 
charter member of the A. & H. Club of 
New York which was formed in 1925. 


Los Angeles Offices Go 
On Forty-four Hour Week 


Insurance offices in Los Angeles, fire, 
casualty, life, surety, automobile and all 
other lines, went on the forty-four hour 
work week schedule November 1, under 
the directive of the WMC, except those 
offices having less than eight employes 
and those which have taken an appeal 
from the denial of their petition for a 
review. The hours vary for the dif- 
ferent offices, as well as the matter of 
working on Saturday. Most of them 
will work four hours on Saturday. 

Insofar as it has been posible to ascer- 
tain, only one or two offices have made 
minor reductions in their office forces 
to compensate for the extra cost, due 
to time and half time for the hours in 
excess of forty per week. 


BISCH AT CLEVELAND MEETING 
Homer J. Bisch, National Casualty, 
Toledo, president of the National Asso- 
ciation of Accident & Health Under- 
writers, attended the meeting of the 
board of directors of the Ohio Associa- 
tion of Accident & Health Underwriters 
at Cleveland, October 29. Election of 
officers was held. 


of the 





TRAFFIC SAFETY CONTESTS 


Minnesota Editorial Association Promi- 
nent in Promoting Safety Movement; 
Essays to Be Published 


Casualty companies affiliated with the 
Insurance Federation of Minnesota are 
underwriting a $500 traffic safety essay 
contest which opened September 22 and 
will close December 1. There are two 
separate contests, one for editors and the 
other for high school students. For the 


‘editors, there are three prizes, $150, $100 


and $50. Students have a chance at four 
prizes, $100, $50 and two $25. 

Voluminous data on traffic accidents 
will be made available to contestants and 
concrete ideas and specific suggestions 
as to how readers can contribute to traf- 
fic safety will weigh heavily in the judg- 
ing. 

This contest is being promoted by the 
Minnesota Editorial Association made up 
of the publishers of daily and weekly 
newspapers. Essays are to be published 
either in the newspapers or in high 
school papers which means that traffic 
safety in Minnesota will get a lot of 
publicity the next few. months. The 
Minnesota Editorial association has 
taken a constructive leadership in the 
sifety movement. 


M. W. Heard Talk 


(Continued from Page 36) 





of the future involves reaching the un- 
o'd market, particularly with respect to 
so-called “unacquainted” prospects. 
“We want ‘o raise the standards of 
our business,” he said, “and the more 
expert we can become in satisfying our 
clients’ needs, the better. But I know 
that you, will agree that our obligation 
to the public is not entirely fulfilled if 
we assume a purely professional attitude 
or if we consider our job well done when 
we attend to the needs of a selected and 
more or less permanent clientele.” 


Atlanta Indictment 


Mr. Heard said that the indictment of 
the South-Eastern Underwriters Asso- 
ciation at Atlanta for alleged violation 
of the Federal anti-trust acts and the 
legislation pending before Congress to 
affirm the legal doctrine of seventy-five 
years’ standing that insurance is not 
commerce, offer the greatest challenge 
with which insurance ever has been con- 
fronted. 

He said that the business must meet 
the challenge but must exert its influ- 
ence intelligently. 

“We have the right,” he said, “to ask 
our legislators to support these bills be- 
cause we are on sound ground. It is not 
unreasonable to expect that our repre- 
sentatives in Congress will lend us their 
support if they are properly informed 
of the character of our business which, 
after all, furnishes the merits of our 
case. If our business is understood, 
political arguments should not be neces- 
sary although they appear to have a 
very solid foundation. 

“We do not ask special privilege. The 
Federal anti-trust laws were designed 
to bring about and perpetuate free and 
unbridled competition and individual 
trading. They prohibit cooperative ac- 
cord or action. Over a period of some 
ninety years of state regulation of in- 
surance it has been found by bitter ex- 
perience that the business of insurance 
cannot in the interest of the public be 
conducted on the basis of free and un- 
controlled competition. That was proven 
not because it was thought that the busi- 
ness of insurance should be the subject 
of special privilege but because it is 
totally unlike ordinary commercial busi- 
ness.” 

Law of Averages 


Mr. Heard characterized the law of 
averages as the rock upon which insur- 
ance rests and said “it could not be 
successfully employed if the companies 
were prohibited from pooling their ex- 
perience in the determination of rates 
and if these rates were not applied to a 
uniform character of indemnity deter- 








THE UNITED STATES LIFE 
INSURANCE COMPANY 


IN THE CITY OF NEW YORK 


A&H PROTECTION 
ON AND OFF THE JOB 


Contracts to meet the needs of today. 


USLife Special (A&$ 2) offers acci- 
dent and sickness coverage both on and 
off-the-job. The policy is designed to 
provide such basic benefits as death, dis- 
memberment, loss of time and medical 
attendance indemnities. Your prospects 
include men (A through G), and women 
(A through E). 


USLife Non-Occupational (A&S 1) 
is available to workers in hazardous 
occupations or others who need to sup- 
plement present insurance with off-the- 
job protection. Every industrial worker 
is a prospect. The company will con- 
sider monthly salary deductions for 10 
or more employees. 


101 Fifth Ave, 
New York, N.Y, 


Richard Rhodebeck 
Superintendent of Agencies 


STEADFAST FOR 93 YEARS 








mined in concert. Every study which 
has been made in the past has ended 
with the conclusion that free competi- 
tion squarely conflicts with the funda- 
mental characteristics involved in the 
proper and safe conduct of the insurance 
business.” 

Mr. Heard said that if the Supreme 
Court of the United States should re- 
verse the case of Paul v. Virginia, de- 
claring that insurance is not commerce 
and if the bills in Congress or similar 
bills having for their purpose a continu- 
ation of state regulation of insurance 
fail of passage, “we may look forward 
to a future of uncertainty and perhaps 
chaos. For in such an event the insur- 
ance companies could not comply with 
the states’ laws without violating the 
Federal anti-trust laws and Congress 
would of necessity be compelled to take 
control of the business. 

“All of us should convince our repre- 
sentatives in Congress that the insurance 
business is not seeking special privilege 
but is asking that the characteristics of 
that business be recognized. Since they 
are wholly inconsistent with the theory 
and purpose of the Federal anti-trust 
laws, the business should be removed 
from the shadow of such laws. \Ve 
should urge that our representatives ac- 
tively support and work for the passage 
of the bills which will accomplish that 
result. If Congress subsequently wishes 
to take over the control of insurance, 
that is a question which it should give 
separate and different treatment.” 


Says Big Bill 
(Continued from Page 23) 


1942, cut off the French companies from 
their respective head offices and tiie 
local companies from the majority 0! 
their reinsurers. Thus, the S.N.A.R. be 
came the only French reinsurance con- 
cern in the liberated French Empire, 
and its total premium income on Jani- 
ary 1, 1943, is estimated at more than 
pee 100,000,000. A 6% dividend was 
paid. 
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“Unforeseen events...need not change and shape the course of man’s affairs” 


NIGHT 


HE works after dark—on a sinister night shift. It’s 
war production of a sort—for war breeds crime. 

Crime inspired by ready money. By dimouts. By 
increased duties imposed on police. By lowered 
moral standards. By scarce and rationed commodi- 
ties. 

If you have a home—or a business—these facts 
are inescapable today, tonight ... for crime is a 24- 
hour business. 


The chances of losing what you have are greater 
—and the chances of replacing what you have, re- 
gardless of cost, are Jess. 


That is why, today more than ever, property own- 









SHIFT 


ers are carrying full protection against loss from 
burglary. 

The Maryland, recognizing the increased hazards 
of the times—to homes and to businesses — offers 
burglary, theft and hold up protection, on and off 
your premises, against almost every loss contingency. 
See your Maryland agent or broker. Maryland 
Casua!ty Company, Ba!t'more. 





An advertisement like this does real missionary work 
for Maryland agents and brokers. 
Maryland advertising appears regularly in 


TIME ¢ NEWSWEEK e«- U.S.NEWS 
BUSINESS WEEK 











THE MARYLAN D 


Practically every form of Casualty Insurance and Surety Bond, for business, industry and the home, through 10,000 agents and brokers. 
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PENSION 








Observe how income of a typical, active Mutual Life Field Underwriter rises steadily— 
aided by Service Fees and Efficiency Income—until his retirement pension starts. (Chart 
assumes $250,000 annual production to retirement age 65—no production thereafter.) 


THE MEW PLAN savors 
CAREER UNDERWRITERS! 


Without added cost to policyholders, this Mutual Lifetime 
Plan provides increased compensation to the efficient Field 
Underwriter who remains with the Company. 


The Plan features two new sources of income: Service 
Fees and Efficiency Income. A two per cent Service Fee is 
paid annually on premiums after the 10th policy year so 
long as the underwriter remains with the Company, con- 
tinues to produce and renders satisfactory service to old 
policyholders. 


Efficiency Income, which is based on quality perform- 
ance, starts in the 5th contract year. The above chart 
shows that with $250,000 new business each year, and with 
reasonable assumptions on persistency and mortality, the 
good underwriter producing quality business can build his 


Efficiency Income up to $135 a month—in addition to 


Commissions and Service Fees. 


The retirement income, now a part of this Lifetime 
Plan, starts between ages 60 and 70. 

To seek a satisfactory volume of quality business, at a 
reasonable cost, from a corps of well paid, full time career 
underwriters is the announced policy of The Mutual Life. 
The announcement of this nota- 
ble step toward this goal in the 
Company’s 100th Anniversary 
Year is a source of great satis- 
faction. 





OUR 100TH 
ANNIVERSARY 
YEAR 





